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AT COST 





“irst and Jargest organization writing Preferred risks 
upon” same basis as the Traveling Men’s Associations. 
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CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 





Insurance in Force $53,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 





THE TRAVELERS 
INSURANCE a INDEMNITY 
COMPANY COMPANY 


HARTFORD, CONNECTICUT 


THE TRAVELERS INSURANCE COMPANY 


New Life Insurance Paid For 1919. . .. $ 512,981,127 
Gain.. aterivete 299,512,205 


Life ‘Insurance | in . Force, ‘$l, 154, 223,735. 


Accident and Health Premiums 1919.. Pa 7,666,725 
Gain.. a siaetenareo 1,378,935 


eae > agai and = Premiums 1919.. 30,839,908 
Gain.. sexes wrncalore 3,877,200 


THE TRAVELERS INDEMNITY COMPANY 


Total Paid Premiums 1919...............00- $ 5,845,284 
Increase Premium Income..............0++- 2,010,035 




















oe SUCCESSFUL LIFE INSURANCE AGENT. 


ou want to secure a General Agency for yourself? i£ so, 


“aan WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insuranre Company 
guarantees 

FIRST, that in case - death from any cause $5,000, the face of 
the Policy, will be pai 

SECOND, that in case of death from any ACCIDENT, $10,000, or 
DOUBLE the face of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIED masta, 
$15,000, or THREE TIMES the face of the Policy, will be paid. 

FOURTH, that in case of total disability as a result of accidental 
injury, the er will pay direct to the Insured at the rate of 
$50 PER uring such disability, but not to exceed 52 weeks, 
after which the weekly indemnity will e at the rate of $25 PER WEEK 
throu: ee the period of disability. Can insurance do MORE? 
= Y should any man be satisfied with a palicy that would do 
ess 

Annual Premium, Age 35, Ordinary Life, $128. . Sittin 
ment Life, $167.10; Twenty-Year Endowment, $235. 

General Agents wanted in the following ng iis Ivania, 
Delaware, Kansas, Michigan, Ohio and the District of Colu mbia. 
Address: ~ 


UNITED LIFE AND ACCIDENT INSURANCE CO. 
Home Office, United Life Bldg., Concord, New Hampshire 











FIREMAN’S FUND 
is in the front rank in 
fire, automobile and 
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PAN-AMERICAN 
LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Total Resources Dec. 31, 1919, over $7,500,000.00 
Insurance issued during 1919, over $26,000,000.00 
Insurance in force Dec. 31, 1919, over $70,000,000.00 


The Pan-American Way 


In keeping with the higher Ideals and Ethics of the Business, 
the Pan-American does not seek to employ agents of other 
companies, but by interesting men of intelligence, character 
and clean record, instructing them by correspondence, and as- 
sisting them in the active co-operation of specially trained men, 
it has built up a field organization that is prosperous and con- 
tented. 

What these agents are doing, you can do, if you have the 
Will—the Pan-American Way is open to you. 


Address: E. G. Simmons, Vice-President and General 
Manager, New Orleans, La. 











A Progressive SURETY and CASUALTY Company 
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THE SPECTATOR 


THE Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
Four dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 
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Loughton T. Smith 
Secretary 
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Robert W. Blake 
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Sholto D. Kirk Fred B. Humphrey 
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Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 531 
Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
Copyright, 1920, by The Spectator Company, New York 
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UGUST last was the most favor- 
able month thus far in the current 
year, so far as the fire loss in the United 
States and Canada is concerned, the ag- 
gregate destroyed values having been 
but $17,930,800, according to the records 
of the Journal of Commerce. However, 
for the first eight months of the year the 
total loss was $207,601,525, or at the 
rate of about $26,000,000 per month. 
This total is over $30,000,000 in excess 
for the corresponding period in 1919, in 
which year the total loss exceeded $269,- 
000,000. However, underwriters are 
thankful that at least one month of the 
year has produced a loss of less than 
$22,000,000, amounts in the previous 
months having ranged between $22,000,- 
000 and $37,000,000. 


S the date approaches which is gen- 
erally recognized as Fire Preven- 

tion Day, interest in this subject is re- 
newed. T. Alfred Fleming, chairman of 
the Committee of Fire Prevention Day 
of the National Fire Protection Associa- 
tion, well says that there never was a 
time when fire prevention was more 
Necessary than just now. Over fifteen 
thousand of our citizens were burned to 
death last year, and more than seventeen 
thousand were seriously injured. Of 
these casualties, over ninety per cent were 
the result of carelessness, and it is stated 
that more than sixty-five per cent of all 
fires occur in the homes of our people. 
It is apparent, therefore, that the move- 
ment looking to the elimination or reduc- 
tion of fires due to carelessness contains 
Possibilities of happy results which should 


be utilized to the utmost. Underwriters 
and local agents throughout the country, 
who have a clearer knowledge than most 
people as to these important conditions, 
should use every effort to bring about 
greater safety through the education of 
the people at large, and should endeavor 
to secure the widest possible observance 
of Fire Prevention Day. 


NE of the most productive periods of 

the year being admittedly the three 
months which elapse from September 15 
to December 15, a word to insurance 
agents in all lines as that happy, because 
busy and prosperous, period is about to 
open is not only in season but can be 
made of particular value in view of the 
unprecedented economic situation now 
facing the individual, the community and 
the nation at large. Men realize to-day 
as never before their need of life and 
accident insurance; they realize more 
keenly, earning more money than hitherto, 
the gap which would be created in their 
homes by the cessation, or even the sus- 
pension of their regularly earned in- 
comes, and it is borne in upon them with 
every purchase they make that the in- 
demnity against fire loss which they 
deemed adequate a few years ago would 
not begin to replace the property de- 
stroyed by a serious fire, and with larger 
means the premium itself looks smaller 
and more easily to be borne. Therefore 
it may be confidently predicted that the 
three months now to begin will witness 
a further great and legitimate expansion 
in all lines of insurance and to the live 
agent will prove one of the great harvest 
times of his life. The determined man, 
the enthusiastic man, the nan who is eut 
to win and who does his work each day 
on systematic well thought-out lines can, 
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during the remaining weeks of this year, 
add considerably to his present income 
and also to his income during all the 
years he remains in the business. The 
opportunity afford by the Fall of 
1920 is certainly a golden one, 


T is generally known that the Insurance 
Institute of America is raising funds 
through the good will and active support 
of the companies for the enlargement of 
its educational work. Coincident there- 
with the Chartered Institute of Great 
Britain is doing likewise, and in order to 
meet the growing needs of the work, 
companies have increased their annual 
subscriptions from £100 to £600, and 
in addition thereto pledges for £15,500 
have been made. This latter fund is to 
be used for the establishment in London 
of a central building from which the ac- 
tivities of the Institute will be directed. 
The educational work of the Insurance 
Institute of America is being regarded by 
company officials with steadily increasing 
favor. The studious men of the business 
are the ones who can be depended upon 
to utilize the knowledge obtained by their 
close application, in the carrying forward 
of the business to even greater achieve- 
ments ; and they will be accorded the con- 
sideration which their broader attain- 
ments will merit. 


NASMUCH as so many leases contain 
provision requiring the lessee to 
maintain insurance, it is felt that attention 
should be called to a case decided in 
England recently in which the lessee re- 
quired insurance to be maintained but 
where the Government took over the 
property, thereby ejecting the lessee, so 
to speak. While in possession of the 
Government, and after the lessee had 
ceased to pay rent, the house was de- 
stroyed by fire, and there was no insur- 
ance. The court decided that the lessee 
having been dispossessed by the War Of- 
fice, which office was within its power in 
so doing, was not liable for breaches in 
the covenant in regard to maintaining in- 
surance. The actual termination of hos- 
tilities has obviated, for the most part, the 
likelihood of similar cases occurring in 
this country; but it is well for company 
managers to bear this point in mind in 
cases wherein there exists a_ possibility 
of commandeering of property by the 
Government, 
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NEW YORK SURVEYS 


Insurance Share Ranges.—In February, 
March, April, May and June there had been 
a steady depreciation in the market value of 
insurance shares on the London stock ex- 
change. In these five months the deprecia- 
tion ran off so that at the end of June they 
stood at an average of 135 as compared with 
the maximum of 183 in January, 1920. In 
July there was a slight turn upward, when 
they stood at 141. One or two amalgama- 
tions probably had something to do with 
this. 


A Charming Story.—In connection with 
the bi-centennial celebration of The Royal Ex- 
change Assurance of London many interesting 
stories have come to the front, but perhaps none 
more interesting than the tale that once upon a 
time there was put on the market packs of 
ordinary playing cards, the ace of spades being 
a picture of the Royal Exchange. There were 
those connected with the corporation who 
thought this a most excellent advertisement. 
They were withdrawn, however, from public 
distribution because one of the directors thought 
they might lead to gambling. 


A Marine Policy of February, 1657.—The 
Insurance Society of New York has added to 
its collection a photograph of an original ma- 
rine policy which was discovered in investigat- 
ing some insurance matters in connection with 
India. This original policy is a part of the 
records of the East India Company, which are 
preserved in the India Office, London, England. 
It is probably the oldest actual marine policy 
in the English language in existence, but if 
there are those who know of older ones the 
society will be very glad to learn that fact. 


The High Cost of Smoking.—“At 4.55 p. m. 
a fire was discovered by a foreman of the 
forge shop in one of the lumber sheds situ- 
ated west of the new forge shop. One sec- 
tion of this shed is partitioned off and had 
been used by a construction gang at work 
on the premises for the storage of paints and 
oils. While the cause of the fire is not defi- 
nitely known there seems to be no doubt 
but that it was due to smoking among the 
construction gang, some of whom were in 
the building at the time the fire occurred or 
had been there a short time previously. The 
mill fire pumps were immediately started and 
hose lines quickly laid by the mill fire bri- 
gade. The public alarm was also given, 
which was quickly responded to by the city 
fire department. The fire spread very rap- 
idly to other lumber sheds, so that the city 
fire chief upon arriving sent in a second and 
third alarm. Soon after the arrival of the 
last hose company thirteen streams were di- 
rected on the fire, the mill pumps maintain- 





ing a pressure of 120 pounds at the pumps. 
Ten of the thirteen streams were operated 
by the city department; the other three by 
the mill fire brigade. At 7.30 p. m. the fire 
was under control. At 9.30 the men were dis- 
missed, except that men with two lines of 
hose were assigned to watch duty for the 
remainder of the night. The portion of 
the lumber yard covered by the fire was 300 
by 72 feet. The total loss, because of con- 
centrated value in wheel rims, will amount 
to from $70,000 to $75,000.” 

A Valuable Report.—The Michigan In- 
spection Bureau favored “The Street” this week 
with a copy of its report on the fire of July 21, 
1920, of the Buckley & Douglas Lumber Com- 
pany, Mill No. 1, at Manistee, Mich. The re- 
port is accompanied by a map, which adds very 
largely to its value. The risk was partly 
sprinklered and partly unsprinklered, but the 
portions which burned were largely sprinklered. 
The insurance was stated to be about $500,000, 
with a loss in excess of that figure. The meat 
of the report is found in the conclusions: ‘The 
unreliability of old and poorly designed auto- 
matic sprinkler equipments; the necessity of 
liberal water supplies for sprinklers covering 
risks subject to rapid spread of fire; the need 
of carrying full exposure charges to and from 
buildings of highly combustible nature, espe- 
cially so where public protection falls short of 
being able to control a fire bordering upon a 
conflagration; the indefensible assertion that 
buildings containing steaming processes and salt 
evaporators are immune from fire.” 

Is the Insurance Broker a Professional 
Man?—It may be of interest to note that 
this question in connection with excess profits 
tax was recently before the English courts. The 
decision of the courts was that the insurance 
broker was not a professional man within the 
terms of the act, and hence not entitled to the 
reduction which he sought on that ground. 

A Lease Case.—A broker was interested in 
placing a lease insurance for the lessee of a 
building who would only suffer a loss, owing to 
the nature of his lease, if there were a total de- 
struction of the property. The reason, of course, 
that he was seeking special consideration in the 
matter was that he might get a lower rate of 
insurance because of the remote probability of 
there being anything to pay on the policy. The 
case is interesting as illustrating the develop- 
ments of a business which seeks to adapt itself 
to the conditions of commercial life. 

Insurance as a Measure of Value for Other 
Purposes.—How easy most of the problems 
of life would be if a valuation useful for one 
purpose could be used for all purposes. Just 
now there is a springing up, or possibly a re- 
springing up, of that latent feeling that the 
amount for which a property is insured is a 
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measure of its value for taxation, and for other 
purposes. Now, insurance values deal only with 
destructible values and are not at all: based on 
values for use purposes; the taxation value deals 
not only with destructible values, but with inde- 
structible, as the value of the land.’ The union 
of these two for taxation purposes might repre- 
sent quite a different value than when they are 
divided into two parts and an insurance value 
fixed on the destructible part. The problems of 
the world are not settled quite so simply—if 
they were we might all have been happy long 
ago. 
NOTES FROM PHILADELPHIA 

C. D. King to Go to Chicago.—C. D. King, 
until recently auditor of the North Branch Fire 
group at Sunbury, Pa., is spending a few weeks 
in Philadelphia at the home office of the Insur- 
ance Company of North America, after which 
he will be permanently located in Chicago at this 
company’s Western department in charge of 
statistics. 

J. B. Canning Appointed.—J. B. Canning 
has just been appointed agent for Philadelphia 
of the Peninsular Fire Insurance Company of 
Grand Rapids, Mich. 

Peoples National Not to Remove.—Friends 
of the Peoples National Fire Insurance Com- 
pany will be pleased to learn that the home office 
of the company will not be moved from its pres- 
ent quarters. Negotiations were practically 
completed for the sale of the home office build- 
ing now occupied by that company, but was later 
called off, because of inability to find other suit- 
able quarters. 

Agency Gets New Offices.—The Stokes- 
Packer-Houghton-Smith Agency has just moved 
into the new addition to its already large and 
commodious offices. The ground floor office 
particularly proves to be one of the best in Phil- 
adelphia, and considering the scarcity of office 
space in the insurance district this agency is to 
be congratulated. 

Philadelphia Business Quiet—The busi- 
ness during the month of August has maintained 
its usual slack record of years past. Little new 
business has been afloat, but from reports this 
slackness has been welcomed by all, as it has 
afforded a chance to clean up some of the back 
detail work. 


CHICAGO AND THE WEST 

Fire Marshal’s Statistics.—State Fire Mar- 
shal Gamber, has just published some very 
interesting figures. The fire losses in Tlli- 
nois, for the month of July are shown at 
$1,296,185. Nine hundred eighty-five fires 
were reported during the month to the Fire 
Marshal’s department. The jlargest loss 
amounting to $222,798, was caused by elec- 
tricity. Lightning caused a property loss 
last month of $162,596. The largest loss tor 
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the month was $253,992 in dwellings. Other 
large losses were barns and stables, $219,- 
493; factories, $126,960; stores, $117,997; and 
warehouses, $107,507. Sixteen persons lost 
their lives by fire, in Illinois during the 
month of July and forty-seven others were 
more or less severely injured as a result 
of fire. 


John Bagby Makes a Change.—John 
Bagby, Cook county special for the North Brit- 
ish and Mercantile, has been appointed special 
agent for the Fidelity-Phcenix, as of September 
15. 

J. C. Knight Becomes Instructor.—Joseph 
C, Knight, president of Knight, Smith & Co., 
local agents in Chicago, has accepted the chair 
of insurance in the Mayo College of Commerce 
in Chicago. He will conduct two classes of an 
hour each week, one day and one evening, the 
course being designed to qualify the student 
to engage in the insurance business with a com- 
prehensive understanding of the fundamentals 
and business practices. 


D. B. Welpton Promoted.—Douglas Bb. 
Welpton, executive special agent for the Royal 
at Omaha for many years, has been appointed 
general adjuster for the company in the West- 
ern department. 


BOSTON AND VICINITY 


New Fire Mutual in Boston.—A new fire 
mutual has been organized in Boston—the 
Beacon. Its president is Dean K. Webster, with 
A. Shirley Ladd as vice-president and secretary. 


B. E. Ames Leaves Evans Group.—Bert- 
am E, Ames, in charge of engineering for the 
Evans group in New England, has become asso- 
ciated with Kaler, Carney & Leffler. He is 
succeeded by John L. Morton. 


Hollis Perrin & Co. Expanding.—The H. J 
Ide general agency is to move from its present 
quarters, 115 Water street, to 122 Milk street. 
Hollis Perrin & Co., who occupy the first floor 
of the premises leased by Mr. Ide, are to occupy 
the entire building. 


Touching On and Appertaining To.—It 
is just a bit worthy of note that in several loss 
settlements in the last few months there has been 
a cautionary word in regard to the character 
of the loss—just a hint that moral hazard is in- 
volved. Possibly this indicates something in 
general. 
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Parker’s New York Insurance Law 

The 1920 edition of the Insurance Law of 
New York, by Amasa J. Parker, Jr., of the 
Albany Bar, has just been published. This 
book embraces chapter 28 of the Consolidated 
Laws and chapter 33 of 1909, with all amend- 
ments of 1920, and with notes and annotations. 

In addition to the Insurance Law, the book 
mentioned contains a schedule of laws repealed, 
independent statutes relating to insurance com- 
panies, extracts from the Penal Law, portions 
of the Tax Law which apply to insurance com- 
panies, the general Corporation Law, and the 
Stock Corporation Law. 

Following each section in the Insurance Law 
are notes specifying the sources of and amend- 
ments to such section, notes to opinions of all 
courts construing various sections, citations 
from the opinions of the Attorney-General in- 
terpreting the law, and rulings of the Insur- 
ance Department. 
voluminous notes to the Code of Civil Pro- 
cedure, Penal Law, Code of Criminal Pro- 
cedure and Consolidated Laws, and cross ref- 
erences to other sections of the Insurance Law. 

There is also a very complete index, em- 
bracing fifty-six pages, wherein all subjects 
treated in the law are alphabetically listed, with 
references to the appropriate sections of the 


Also after each section are 


law. 

Parker’s New York Insurance Law is a use- 
ful publication, and should be in the possession 
of every insurance company, manager and 
general agent doing business in the State of 
New York. The price of this book, bound in 
buckram, is $5.00 per copy, and orders will be 
filled by The Spectator Company, New York. 


Fire Underwriters Paper Has Record 
Edition 

The August issue of the bulletin of the Na- 
tional Board of Fire Underwriters, Safeguard- 
ing America Against Fire, has been in great 
demand and the board has been obliged to get 
out a second edition. The demand is due to 
the article on schoolhouse fires and protection 
which is the feature of that number. It is said 
that every school trustee in Alabama has asked 
for copies. In several other States the de- 
mand has been almost equally keen. 





Americzn Reinsurance Exchange 
Organizaticn of the American Reinsurance 
Exchange has been completed by a number of 


fire companies, which will cede a percentage 


GLOBE NATIONAL 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Secretary and Gen’l Mgr. 


REINSURANCE ONLY 





of their writings to about twenty-five smaller 
companies scattered throughout the country. 

John A. Greer of the statistical department 
of the Niagara has been appointed secretary 
and treasurer. 

The present membership of the exchange in- 
cludes the Agricultural, the American of New- 
ark, the Connecticut, the Phoenix of Hart- 
ford, the Glens Falls, the Security of New 
Haven and the Niagara, but other companies 
are expected to come in. Applications have 
been received from a large number of the 
smaller companies for participation in the 
cessions, the distribution being graded by per- 
centages to suit the carrying capacity of each 
office, or the view of its management. 


Merchants Club Declares New Officers 

The agency club of the Merchants Life of 
Des Moines, Iowa, known as the Merchantmen 
Club, has declared its officers for the agency 
year, which is from July 1 of one year to June 
30 of the next. The president is L. M. 
Sprinkle of the Shackleford & Sprinkle agency 
in Oklahoma. Mr. Sprinkle has personally 
produced more than $700,000 of business be- 
sides attending to the affairs of his agency. 
The first vice-president is J. E. Davis, also 
from Oklahoma, and also having produced 
well over $700,000. Mr. Davis advanced from 
$250,000 to his present production during the 
past year; a remarkable achievement. W. P. 
Daman of Texas is the second vice-president. 


Another Firemen’s Strike 

Trouble has long been brewing in the city 
of Wilmington, Del., between the fire depart- 
ment and the Town Council. The department 
in that city is practically entirely a volunteer 
organization, but in spite of that fact the Town 
Council has refused appropriations sufficient 
to pay the upkeep of the equipment. As a re- 
sult the resignation of six companies have 
been received and more are expected. 

Wilmington is a city of more than 100,000 
inhabitants and the business of such a city 
obviously demands better protection than a 
volunteer department can afford. 

East Long Island Fire Agents 

The fourth annual dinner of the Suffolk 
County Board of Fire Underwriters will be 
held at the Tidewater Inn, Sayville, L. I., at 
noon on Wednesday, September 22. 


FIRE INS. CO. 





















THE SPECTATO em : 














THE MAN AND THE JOB 


The time which all employees have looked forward to, when the job would be hunting the man instead of the man 
hunting the job, has evidently come. _If you can do anything in the way of producing material or moral values, the job 
is waiting for you—looking for you. _ Life insurance companies have heretofore been in the position of the employee who 
had to hunt his job in order to get the opportunity to do the work he was able to do for the benefit of his employer 
and the community at large. Now employers are looking for men and men who need life insurance are looking for 
a life company that will insure them. 

This advertisement is therefore printed here to notify the public that the New York Life Insurance Company, 
organized under the laws of the State of New York in 1845, is ready to do the job for those who need life insurance. 
The Company did the job for over TWO HUNDRED THOUSAND MEN AND WOMEN in 1919, but was obliged 
to turn away over FIFTEEN THOUSAND, not because the Company’s facilities were not ample, but because they 
applied too late—they were no longer insurable! They wanted protection to the amount of SIXTY MILLION 
DOLLARS, and the Company could not furnish a dollar. 

So the Company is printing this notice to the effect that, it is ready to do the job for healthy men and women, 
on application. — Its facilities are ample, its work has behind it the guarantee of seventy-five years of faithful service, 
a mutual organization with a membership of over a million insured persons, with ample reserves to meet every con- 
tingency. The Company has Branch Offices in the principal cities, and Agencies in nearly every county. You can 





easily find one and he will do the job—if you haven’t waited too long. 
NEW YORK LIFE INSURANCE CO. 


DARWIN P. KINGSLEY, President. 


346 & 348 Broadway, New York, N. Y. 
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The big California company whose wonderful growth and This new disability provision brings the service of 
development is inspired by America’s oldest legal reserve life insurance company 
THE SPIRIT OF SERVICE still closer to the needs of the insuring public. 
in its relations with its Field Force and with its Policyholders ” " dd 
HAS A FEW ATTRACTIVE OPENINGS IN_ ITS For{terms to producing Agents address 
AGENCY ORGANIZATION FOR GENERAL AGENTS > 
aoa DISTRICT MANAGERS UPON A MOST LIBERAL C 
CONTRACT BASIS. ‘ ce 0 
Insurance in Force Over $40,000,000. Assets Over $4,700,000 The Mutual Life Insuran 
Surplus to Policyholders Over a Half Million Dollars. of New York 
For full information on Agency matters address 34 Street, N York 
° ° ree ew r 
CHAS. W. HELSER, Vice-President omen ; 
376 Pine Street, San Francisco = 
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John E. King, Pres. 
Orrin C,. Lawrence, Treas. 





King, Alley and Lawrence, Inc. 


Underwriters 


136 William Street 
New York 


Acceptable risks solicited in all parts of the 
United States, Canada and Cuba 


B. J. Alley, Vice-Pres. 
John B. Sirich, Sec’y 














Insurance Institute Diplomas 


The Insurance Institute of America is this 
week awarding seven diplomas in the fire 
branch to students who have completed the 
three-year course. Following is a note of 
their records. A pass mark means a percent- 
age of at least sixty and not equal to eighty, 
while an honor mark means eighty or more. 

Ralph E. Ejisert, Agricultural Insurance Company, 


Watertown, N. Y. Examinations in 21 subjects; honor 


mark in 12, pass mark in 9. 

John Hastie, New England Insurance Exchange, 
Boston. Examinations in 23 subjects; honor mark in 
12, pass mark in 11. 

Francis A. A. Healy, Boston. Examinations in 23 
subjects; honor mark-in 11, pass mark in 12. 

Richard K. Ives, A2tna Insurance Company, Chicago. 
Examinations in 22 subjects; honor mark in 11, pass 
mark in 11. 

H. L. Jamison, New York. Examinations in 20 sub- 
jects; honor mark in 18, pass mark in 2. 

Chas. L. Och, 4Ztna Fire Insurance Company, Chi- 
cago. Examinations in 21 subjects; honor mark in 
12, pass mark in 9. 

C. M. Smith, Springfield Fire and Marine, Chicago. 
Examinations in 19 subjects; honor mark in 7, pass 
mark in 12. 


These seven students thus took 149 exami- 
Nations, winning honors in eighty-three and 
pass marks in sixty-six. It will be noted from 
the record that H. L. Jamison, a broker of 1 
Liberty street, New York, has the highest 
record of all. In the twenty examinations 


which he took he won honors in eighteen and 
pass marks in two. 


Incinerator Hazards 


An unusual and curious cause of fire was re- 
ported recently in the New York newspapers, 
when five workmen were badly burned follow- 
ing the dumping of refuse into the wrong 
opening into an underground incinerator at a 
New York hotel. As to incinerators, the new 
edition of Fire Insurance Inspection and Un- 
derwriting, by C. C. Dominge and W. O. 
Lincoln, published by The Spectator Company, 
gives the following: 

Incinerators are of various types, small ones 
used in dwellings for burning ordinary refuse, 
those in hotels for disposing of garbage, re- 
fuse, etc., and the public disposal plant. The 
first resembles a fire-brick lined stove with or- 
dinary hazard. In the hotel where quantities 
of garbage are burned, the incinerating takes 
place in a chamber into which is dumped the 
fuel such as wood, paper and coal and the re- 
fuse and garbage. Oftentimes fuel oil is used 
to more quickly dispose of the matter. The 
incinerator is fed from the top through a large 
hole which is closed with an iron cover. As 
the room or enclosure where the incinerator 1s 
used is the dumping place for all kinds of rub- 
bish, it very naturally is untidy at times. The 
setting of the incinerator and cut-offs from 
balance of risk are subject to the same rules 
as for a boiler installation. 


Alpha General of Calcutta, India, Enters 
United States 

The Alpha General Insurance Company, 
Limited, of Calcutta, India, has entered the 
United States for the transaction of fire rein- 
surance. The company is one of the most 
prominent fire companies of India. It has a 
subscribed capital of $4,312,500, and capital 
paid in of $1,078,125. The company has de- 
posited in the United States $750,000. 

Fester, Fothergill & Hartung of 123 William 
street, New York, will represent the company 
as United States manager and the Bankers 
Trust Company as United States trustee. The 
company has already made application and has 
received its certificate of authority from the 
State of New York. 


London and Scottish to Write Automobile 
Lines 

The United States branch of the London and 
Scottish Assurance Corporation announces 
that it is now writing automobile insurance. 
The business will be confined, however, to 
cities having a favorable record for the pres- 
ent. Agency contracts have been made ac- 
cordingly. 


Union Reserve Ready for Business 

The organization of the Union Reserve In- 
surance Company of New York has proceeded 
to the point where it is now only awaiting ex- 
amination and license by the New York Insur- 
ance Department ‘before beginning business. 
This will be accomplished in a few days, it is 
expected. 


Great Union to Start Soon 
The Great Union Fire and Marine Insur- 
ance Company of New Orleans, which is 
being organized by W. Irving Moss and his 
associates, is expected to be ready for business 
in October. 
Union Indemnity of New Orleans. 


Mr. Moss is president of the 


—The August issue of ‘‘Laboratories Data’ con- 
tains a number of interesting items, including one on 
the disastrous combination of a defective electric flat- 
iron and dress material of metallic threads. 

Paul C. Lang has left the Milwaukee office of the 
Underwriters Adjusting which he opened 
a year ago, and Cleveland 
office last week. 





Company, 


assumed duties at the 








INCORPORATED 1911 
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INCORPORATED 1870. 
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NORTH BRANCH FIRE 


CAPITAL $500,000. 


OF PENNA., PITTSBURGH 


NET SURPLUS $68,381.07. 


PITTSBURGH, PA. 


INSURANCE 
COMPANY, 
CAPITAL $250,000. 


PITTSBURGH FIRE 


CAPITAL $200,000 


INSURANCE 
COMPANY, 








INSURANCE 
COMPANY, 


NET SURPLUS $160,473.14, 


NET SURPLUS $116,057.35 


SUNBURY, PA. 


ASSETS $1,392,556.14 


ASSETS $660,328.77 


ASSETS $644,677.62 
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FARM MORTGAGES 





Farm mortgages are to day receiving the preference in all well informed 
investment circles on account of their superior dependability. 


When investing in Farm Mortgages it is all important to purchase the 
loans from a company which has had long experience in a given field and 
where business standing and organization enables them to secure the choicest 
offerings from that territory. 


The reputation of such a company is back of every loan besides some hard 
working industrious farmer who is more anxious to have this indebtedness 
liquidated than the investor is to receive his money. 


The F. B. Collins Investment Company has specialized in Southwestern 
farm mortgages for 36 years without the loss of a penny to any investors. 


Its salaried inspectors and careful attention to every detail amply 
protect the investor. 


All loans are closed with the company’s funds and no loan ever exceeds 
40% of a conservative valuation. 


Our service affords the maximum of safety to the investor. 


Existing conditions demand unusual discrimination in the investment 
of surplus funds. 


We shall be pleased to consult with you regarding the purchase of Farm 
Mortgages suited to your requirements. 


THE F. B. COLLINS INVESTMENT COMPANY 


FARM MORTGAGE BANKERS 
Oklahoma City Oklahoma 
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WITH THE MARINE UNDERWRITERS 




















MARINE INSURANCE OUTLOOK 


Result of Attitude of British Companies 
' Variously Interpreted 

Great Britain’s threat to withdraw from 
American marine insurance because of certain 
provisions of the Jones Bill has thus far not 
been felt in the New York market. That it 
will cause any uneasiness here is not probable, 
notwithstanding the belief of many under- 
writers that it would be practically impossible 
to handle the American business without the 
aid of foreign underwriters.. With the rapidly 
increasing merchant marine, the hull business 
alone is expected to tax American marine un- 
derwriters to the very limit of their facilities. 
To this must be added the coverage of mer- 
chandise, which amounts to many times the 
hull total. When asked for an opinion con- 
cerning the unwillingness of British under- 
writers to handle American business, one of 
the leading insurance men in the New York 
market said: 

So far as our concern is interested, we have 
experienced no difficulty so far in handling all 
the business that has come to us. In fact, I 
think we are in a position to handle much 
more business than has been offered. .I am one 
of those who do not anticipate any trouble 
about taking care of whatever American 
marine business develops. Our house has not 
yet been obliged to place any business on the 
other side, and so I am not prepared to say 
whether or not the foreign companies would 
refuse to participate in American business. I 
do not understand why they should refuse to 
accept reinsurance, as 1t amounts to just so 
much additional business, and it is just as 
valuable as it ever has been in the past. 

When asked what would be the result if 
foreign companies should refuse to accept 
American reinsurance, he said: 

It will be time to take up that question, if 
such a time comes. There is sufficient capital 
in the United States to do all the business of 
marine insurance that is likely to develop for 
some time to come, and I am satisfied that 
there will be sufficient facilities to protect 
America’s merchant marine, no matter how 
large it becomes. However, I should dislike 
to see the British companies withdraw from 
American marine insurance underwriting. 

From another standpoint, it is said that cer- 
tain companies have been refusing to consider 
reinsurance contracts with foreign companies, 
and a number of representatives sent here by 
foreign underwriters for the purpose of ar- 
ranging contracts have gone back disappointed. 
The attitude of the American companies is 
said to be due to the widespread feeling that 
the full capacity of American insurance in all 
fields will be required for the protection of 
American property. Particularly extensive 


facilities are required by the shipping and 
foreign trade interests, and extra efforts are 
being put forth for the purpose of developing 
the largest possible cover for single ship risks. 
Meetings of underwriters for the purpose of 
Considering the expansion of the pool already 


organized are being held from time to time, 
and the promoters of the plan, who include 
some of the best known underwriters in the 
business, expect to provide writing power that 
will astound foreign critics of American 
Marine insurance. It is said that new com- 
panies will be created and managed by skilled 
underwriters, and all defects in the field will 
be corrected. The system to be adopted will 
render it unnecessary for American ship- 
owners to ask any favors of Great Britain or 
any other foreign country. At the same time, 
if any insurers prefer to patronize foreign 
concerns, that privilege will be theirs. 


Marine Insurance Syndicate A 

Charles R. Page, manager of Syndicate A of 
the American Institution to Protect American 
Tonnage, said this week that the service is far 
from complete and that some time will be re- 
quired before the syndicate will be in full 
working order. The quarters in the new Kerr 
Steamship building on Beaver street are 
rapidly being made ready for a large clerical 
force which will be augmented as fast as 
necessity requires. One of the most difficult 
tasks before the manager of Syndicate A is to 
secure a proper chief surveyor. While a num- 
ber of names are being considered, Mr. Page 
said that no selection had been made. Under 
the terms of the covenant with the Shipping 
Board the syndicate is to make an inspection 
of all vessels every four months for the pur- 
pose of ascertaining whether the ships are 
being kept in the best condition and properly 
operated. This will necessitate keeping sur- 
veyors in all the principal ports of the world 
under the direction of the chief, who is to be 
located at the port of New York. The Amer- 
ican Bureau of Shipping has made consider- 
able progress in opening up its own offices in 
Europe, South America and Scandinavia, and 
while no definite arrangements have been made 
in this connection, it is expected that such co- 
operation is to be effected. As Syndicate A 
was created for the purpose of protecting 
marine insurance companies of this country, 
the underwriters are essentially interested. 
Among its many functions will be the super- 
vision of repair, planning efficient salvage oper- 
ations and otherwise securing minimum cost 
of all work performed, whereas heretofore 
American steamship companies and owners 
have been obliged to depend upon foreign 
agents, the result of which has not always been 
satisfactory. By this method it is believed that 
the marine underwriters will be justified in 
calculating upon a ten per cent reduction in 
the cost of ship repairs during the next year. 
Shipyard companies declare that the increased 
efficiency of their.plants justifies them in war- 
ranting a reduction of fully this amount, albeit 
the cost of labor ‘shall rise still higher. 


9. 


American Merchant Marine Company’s 
Future 


Many rumors are afloat concerning the 


’ future of the American Merchant Marine In- 


surance Company. One of the most interest- 
ing is the report that a movement is on foot 
to resuscitate the company, and place it on a 
solid footing. The ground floor of the build- 
ing has not been leased by any other concern, 
and when it is considered that office space is 
held at a high premium and hard to get at 
that, strength is given to the report that these 
offices will again be occupied by this company. 
Another rumor says that the building is in the 
market for sale. 

Harold W. Letton, United States manager 
of the Netherlands Fire and Life, and vice- 
president and manager of the fire department 
of the American Merchant Marine, has arrived 
home from Europe. The reinsurance of the 
fire business of the American Merchant Marine 
is now under negotiation, formal announce- 
ment of which will be made in a few days. 


Auto Garage Policies 


Changes in the old automobile garage form 
policy of the Travelers are announced. They 
have resulted in a simpler and neater form of 
contract, free from the many endorsements 
that formerly decorated the old contracts. 

The bankruptcy and insolvency clause— 
that is, the provision, which, contrary to the 
policy of some companies, does not relieve the 
company of the liability even though the 
policyholder be bankrupt or insolvent, which 
formerly was written as an endorsement, has 
now been incorporated into the body of the 
policy. 

This new policy form covers public liability 
only. Policyholders desiring coverage for 
compensation must take out workmen’s com- 
pensation insurance. Also in the so-called em- 
ployer’s liability States a separate employer’s 
liability policy must be written to cover in- 
juries to employees. The practice of endors- 
ing the garage policy to include employer’s 
liability in such States is: discontinued. 

Passenger livery and commercial livery can 
be written for an additional premium. 


Auto Collision Rates, 1920 


The automobile department of the National 
Workmen’s Compensation Service Bureau, 
through Superintendent A. Ryder, has: gotten 
out a circular to the bureau companies which 
gives a tabular comparison of the 1919 automo- 
bile collision rates with those of 1920. The 
purpose of this circular is to prove that the 
new rates are not as excessive as they seem to 
be and is supposedly for the especial benefit of 
the agents in the Pittsburgh district where 
considerable trouble has developed. 
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TODAY IS THE DAY 
of the 
BIG PRODUCER! 


To be associated with a company 
that is prepared to handle volume 
promptly means everything to the 
GOOD PRODUCER in these days of 
large Insurance Policies. 


Male Applicants:—Ages 25 to 55 


can secure a MISSOURI STATE LIFE 
CONTRACT for $300,000 on original 
examination. 


Ages 55 to 60—$200,000 
Ages 60 to 65—$100,000 


Our reinsurance facilities save your 
client the annoyance of numerous 
examinations. 


Our low rate Ordinary Life Non- 
participating Policy with loan value 
at end of first year is in big demand 
for Business and Inheritance Tax 
Insurance. 


We also issue an attractive Trust 
Fund contract for family protection, 
paying 5 per cent interest on the 
principal. (Principal intact for later 
distribution.) 


Our Group Insurance contracts 
carefully consider the individual cir=- 
cumstances of each employer, and 
the service rendered by our Group 
Department has enabled us to close 
many large Group contracts recently. 


Our contracts with Agents and 
Brokers are liberal and attractive. 


NEGOTIATIONS INVITED 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 


Home Office, Saint Louis 





NEW YORK 
WM. A. MARSHALL, President 
The 60th Annual Statement shows admitted Assets of 
$37,780,735 andthe Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 
For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 








256 BROADWAY, NEW YORK 








THE ARGUMENT OF RESULTS 


Show any open-minded person—needing Life Insurance—what the Great-West Life 
Assurance Company is doing for its Policyholders, and the arguments of RESULTS 
will usually win. 


What these results mean to the Agent only the Agent knows! 


There are unusual opportunities for competent canvassers in he Great-West organi- 
zation at the present time. Information on request. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office - Winnipeg 











(;eneral, ccrdent 


FIRE AND LIFE 


2, ASSURANCE CORPORATION, Ltd. 


FREDERICK RICHA2DSON, United States Manager. 


GENERAL BUILD'!NG - 4.7% & WALNUT STS. 
PHILADELPHIA 









THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 230,000 

The Reserve Fund is more than $13,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 


Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 






















New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mar. 
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INSURANCE COMMISSIONERS AT LOS ANGELES 


Thirty-five States Represented at Convention by About Seventy-five Com- 
missioners, Deputies and Other Department Officials 


FRANK H. ELLSWORTH, OF MICHIGAN, NEW PRESIDENT 


Address by Claude W. Fairchild of Colorado—Reciprocals Arouse Wide Discussion— 
Commnissioners Who Are Also Fire Marshals Form New Association 


(Special Dispatch to THE Spectator) 

Los ANGELES, Sept. 6—The National Con- 
vention of Insurance Commissioners closed its 
three-day convention last week by electing 
Frank H. Ellsworth, Michigan, president, and 
Alfred L. Harty, Missouri, and Thomas B. 
Donaldson, Pennsylvania, first and second 
vice-presidents. Joseph Button, Virginia, was 
elected secretary-treasurer and the following 
executive committee was appointed: 

Jesse S. Phillips, New York, chairman; 
James R. Young, North Carolina; Burton 
Mansfield, Connecticut; C. W. Fairchild, Colo- 
rado; W. N. Van Camp, South Dakota; Arthur 
C. Savage, Iowa. 

Thirty-five States were represented at the 
about seventy-five Insurance 
Commissioners and 


convention by 
Commissioners, Deputy 
other department officials. 

President Brown’s address on Wednesday 
morning (reproduced in substance in THE 
Spectator last week) was noteworthy. His 
mention of the greater degree of co-operation 
,how prevailing between company officials and 
agents with commissioners and his assurance 
that to-day officials of State departments real- 
ize they will receive hearty assistance from 
companies in case of any reasonable require- 
ment, were the subject later of much favorable 
comment. His remarks on the greater moral 
hazard which will come with falling prices and 
on the unusual profits to companies due to the 
rise in prices with no attendant hazard, which 
may show a_correspending loss during a 
similar period of decline, created a deep im- 
pression and his question as to whether a 
longer period than the usual five years on 
which to base profits under ordinary conditions 
should not be considered under the present 
unnatural extraordinary condition was 
widely discussed. He adverted to the possible 
substitution for so many State reports of one 
comprehensive report. Instead he suggested an 
exchange of audits between the States to save 
time and expense in printing and publishing 
State reports, saying a few States already do 
this. 


and 


UnirorM FEEs AND TAXES 

He further adverted to uniform fees and 
taxes and the adoption of a standard of valu- 
ation each year by the same company and also 
by every State. He suggested the restriction 
of agency business to those properly qualified 
to carry it on and said he hoped the conven- 
tion would take up the question of remuner- 
ation of agents on a contingent basis, believing 
that these agents who refuse to write undesir- 
able business should receive more commission 
than those who write anything the company 
will accept regardless of the moral hazard. 
Contingent commission, he said, is but another 
form of profitsharing. He opposed the ap- 


pointing of banks or bank officials as fire insur- 
ance agents. He said he hoped the convention 
would adopt some qualification requirements 
for life insurance agents that can be used in 
all States. He commended the companies for 
standing behind the Government by buying 
Liberty Bonds, in many cases borrowing the 
money to do so. 

As to fraternals, he stated, it has been a 
difficult task to educate the membership of 
fraternals to their needs, but that the best 
representatives of fraternals have co-operated 
with the department officials and have striven 
to solve the difficult problems, the final solution 
of which will mean that an adequate rate must 
be charged and a proper segregation of funds 
made. He condemned State funds of all kinds 
and touched upon changing the present State 
laws to permit greater freedom of companies 
in going abroad for writing business and in 
writing marine business. 


AUTOMOBILE LIABILITY 


Clarence W. Insurance 
sioner of Massachusetts, addressed the con- 
vention on “Automobile Liability,” now, as 
he remarked, become a major branch of in- 
surance. He cited as of primary importance 
the need of dealing effectively first, with the 
problem of preventing injuries, and, second, 
with the problem of affording a more ready 
means of relief to those injured. Dealing in 
detail with liability rating, fleet rating, full 
unlimited cover Mr. 


Hobbs, Commis- 


coverage policies and 
Hobbs came to the larger question of liability, 


saying : 


Automobile liability insurance to-day is in a posi-, 


tion which may seriously affect its future due to two 
facts: first, the appalling extent of automobile cas- 
ualties, and second, the totally inadequate means of 
redress for persons injured. Neither of these facts 
can be laid to the door of the insurance companies. 
So fas as my own State is concerned they have shown 
with 


willingness to co-operate 


looking to 


a very commendable 
the authorities in taking action 
ment of conditions and more adequate accident pre- 
Although automobile injuries as a rule in- 
volve distinctly litigable, the 
panies on the whole have not endeavored to utilize 
the courts in an unfair or oppressive manner. Never- 
where they may 


a_ better- 


vention. 


many questions com- 


theless, they stand in a position 
bear the first burden of unwise and empirical 
legislative We therefore, de- 
vote some time to consider the 
the means of remedy. 


easily 
well, 
facts, the causes and 


remedies. may 


Quoting Massachusetts statistics Mr. Hobbs 
pointed out that while in the twelve years 
1908-19 the number of automobiles increased 
twelve and one-half times the number of per- 
sons killed increased forty-four times and the 
number of accidents thirty-three times. He 
estimated the economic loss to the country in- 
curred by such accidents at close to $500,000,- 
000 a year exclusive of the actual loss under 


II 


the head of damage to the automobiles them- 
selves. He cited these figures to show the op- 
portunity which exists for the legitimate ex- 
ercise of one of the recognized functions of 
an insurance company, namely the prevention 
of loss. 

As To Liticatep CASES 


Commissioner Hobbs pointed out that auto- 
mobile prevents oppor- 
tunities for litigation and laid down the fol- 
lowing principles: 


insurance countless 


(1) The primary duty of the insurance company 
under a liability policy is to protect the insured and 
not the public. It is the duty of the legislature, on 
the other hand, to see that the public is so far as 
possible protected and speedy and adequate redress 
assured. 
the company is 
against liability for 
The injured 
judgment 


Urder the terms of the ordinary liability 
the in- 
injury to 


indemnify 
personal 
who 


policy bound to 
sured 


other. 


an- 


person sues and recovers 
the 
benefits of the policy, but the liability of the com- 
the liability of the 


If the insured escapes his liability by reason 


may by proper legal process reach 


pany to pay is contingent upon 
insured. 
of discharge in bankruptcy or other cause, the insur- 
ance company’s liability ceases and terminates. 

(2) It is a well-known and unfortunate fact that 
many persons injured by automobiles lose their right 
to repzration not through any fault of their own or 
defect in their technical right to recover, but solely 
because of the financial responsibility of the automo- 
The multiplication of 
and the existence of 
methods for facilitating purchases have resulted in the 


bile owner. relatively cheap 
J I 


automobiles well-organized 


extensive use of automobiles by persons of very 


moderate means. It may well be questioned whether 
the State is.justified in permitting persons to operate 
the 
assurance to the public that they will be able to pay 
Where such a person is in- 
sured the public is in a measure protected, but it is 
that about thirty cent of the 
automobiles in the United States are insured. 


a dangerous agency on highways without some 


for what they break. 


estimated only per 
(3) <A new class of legislation has recently been 
deserves mention, although it 
is as yet in the nascent state. The situation relative 
injuries is not without its points of 
the situation whence 
compensation, and that an attempt should be made to 
draft acts along the lines of the workmen’s compen- 
sation act and evolve a liability to pay a rated com- 
pensation irrespective of fault, either in lieu of the 
common law liability or as an alternative thereto, was 
This attempt must not 
The 


liability is a 


suggested which some 
to automobile 


similarity to arose workmen’s 


on the whole to be expected. 
essentially 
common-law puzzling 
matter to handle. Some of the workmen’s compensa- 
tion acts impose compensation addition 
to he common-law liability. More commonly the com- 
mon law liability was avoided by a statutory waiver. If 
the proposed measured compensation estimated on a 
similar to the 
were to be added to the common-law liability the pro- 


be regarded as soc_alistic. question 


of dealing with 


liability in 


basis workmen’s compensation act 


posed joint liability would result in a large increase 
in rates. 

The specific problems discussed, said Mr. 
Hobbs, are of sufficient importance to war- 
rant further consideration. The one demand- 
ing the most immediate consideration is the 
question of fleet rates. The practice of giving 
special fleet rates, with or without experience 
rating, is widespread, and the propriety and 
desirability of rating fleets on a basis distinct 
from individual risks is eminently open to 
argument. In view of the fact that in a num- 
ber of States the legality of this practice seems 
questionable. Mr. Hobbs thought it might 
be expedient to formulate a rule relative to 
fleet rates together with suchlegislation a$ 
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Insurance Exchange Building 
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Firemen's Insurance Building 


PHILADELPHIA 
1022 Lincoln Building 


Some of the Particulars of 
our SPECIAL SERVICE 
DEPARTMENT: 


Preparation of Reinsurance 
Schedules for Companies 
reinsuring all or a portion 
of business. 


Assisting Reinsurance or 
Cancellation Departments 
where the work is not up 
to date. 


JOSEPH FROGGATT 


President 











ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


/ OLDEST, LARGEST, STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00. 


And Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1919: 


fe err ere $20,7 00,133.74 
er Pe ree 18,650,203.62 
Capital and Surplus. ....... 6.60005 2,049,930.12 
Insurance in Force.............+--- 176,501,808.00 


Payments to Policyholders.......... 1,851,338.97 


Total Payments to Policyholders 
since Organization............ 23,840,173.80 


JOHN G. WALKER, President 








AGENTS PUSH 


WISE 
“AUTOMOBILE 
CASUALTY INSURANCE” 


WE ALSO WRITE 


Fidelity and Surety Bonds 
Plate Glass and Burglary Insurance 





J. C. O.MO2-E 
President 


WICHITA, KANSAS 


“‘Conservative but Aggressive’’ 














The Fidelity and Casualty Company 
of New York 


92 LIBERTY STREET, NEW YORK, N. Y. 


Metropolitan Offices: 90 and 92 WILLIAM STREET 


Semi-Annual Statement, June 30, 1920 


RE ar cd tein sbacicaueccencesenneeneneacenel $22, 322,676.73 
EIN Sc viiivacevasitientedenineneetan cuca 18,569, 766.53 
enc tne gE OTT TO Te a rr 2,000,000.00 
SURPLUS OVER ALL LIABILITIES.............. 1,552,910.20 
LOSSES PAID TO JUNE 30, 1920 ................ 75,086, 450.62 


CASUALTY INSURANCE AND SURETY BONDS 


Fidelity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and All Other Liability Lines. 
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might be necessary to avoid conflict with the 
anti-discrimination or other laws. 

The necessity of broader charter powers for 
insurance companies, he added, 
will become increasingly apparent in the fu- 
ture. The most pressing need in automobile 
insurance is to evolve some means of con- 
trolling the large and increasing casualties. 
The future development of legislation intro- 
ducing a new principle of indemnity for in- 
juries, Mr. Hobbs concluded, is of sufficient 
importance to warrant careful attention iest it 
result on the one hand in imposing an unjust 
and oppressive burden and on the other hand 
in a-further extension of the field of State 
insurance, a function which the States at pres- 
ent are not properly organized to discharge 
successfully. 

Discussing Commissioner’ Hobb’s paper, 
Thomas J. Keating, Insurance Commissioner 
of Maryland advocated standard policies and 
standard rates for automobile insurance. Fol- 
lowing Commissioner Donaldson’s paper on 
the Conduct of Mutual Fire Companies (re- 
produced in THE Spectator last week) Com- 
missioner A. C. Savage of Iowa expressed the 
opinion that mutuals should not be permitted 
to write more than one line. Commenting on 
Commissioner Donaldson’s reference to fire 
protection Commissioner P. H. Wilbour of 
Rhode Island pointed to the example of his 
own State in which every child in the schools 
must study fire protection. 


American 


DEVELOPMENT AND A SUGGESTION 


John B. Sanborn, Insurance Commissioner 
Minnesota, and. H. L. Phillips, actuary of the 
department, were the joint authors of a paper 
read by Mr. Sanborn on the development of 
insurance as shown by new lines or classes. 
After quoting the remarkable figures indicating 
the expansion of the last ten years (increase 
of 154 per cent in fire premiums, 814 per cent 
in marine premiums, 230 per cent in burglary 
and theft premiums, etc.), Mr. Sanborn said: 
a general way, 


These figures indicate, at !east in 


the development of the volume of basimess and the 
development of the various lines and classes of in- 
They show that the companics are attempt- 
modern business and 


surance. 
ing to meet the necessities of 
that the legislatures of the various States have been 
inclined to extend their powers as the need has been 
There is, however, one situation to which 
attention, we believe, should be called: 






snown, 


Every two years in Minnesota, and no doubt the 
same condition exists in other Stites, we are called 
n by our domestic companies to increase their 
vers so that they may write the same lines that 
are being written in other States where they operate. 


Also our laws do not permit a foreign insurance 
company to grant coverage which is not permitted to 
our companies, and we have on occasion been re- 


quired to deny licenses to companies entirely re- 
putable and solvent for the reason that their charters 
granted them (and they were actually exercising) 
Powers not permitted under the laws of Minnesota. 
This condition ought not to be permitted to exist. 
There is no reason why all companies of the same 
class should not be permitted to write the same lines 
of business in every State in the Union. If it is 
Proper for a New York company, writing fire insur- 
to write insurance it would seem that 
company of like solvency organized in any other 
should authorized to 


insect 





in the Union also be 


write that class 


A paper by H. D. Appleton, first Deputy 
Superintendent, New York, reviewing the in- 
surance laws of New York and their develop- 
ment, was read by Commissioner Joseph But- 
ton of Virginia. 

A paper by Commissioner G. Waldon Smith 
of Maine advised giving publicity to the im- 
portance of broad coverage for almost every 
possibility of loss, and added that Maine would 
meet al! new needs. Hé pointed out that the 


business of insurance is conducted on a larger ° 


scale, involving a number of transactions of 
great value in dollars and cents with less com- 
plications, lawsuits or failures than any other 
interest of like or approaching value. His 
paper was read by Commissioner Donaldson. 


FAIRCHILD ON RECIPROCALS 

The subject of reciprocals, or inter-insurers, 
as they are sometimes called, is one which is 
becoming more and more important every day. 
These unlike the stock com- 
panies, are not under rigid control by the vari- 
ous Insurance Commissioners and their activ- 
ities therefore present to the Commissioners 
a difficult problem. C. W. Fairchild, Insurance 
Commissioner of Colorado, took up this 
subject in great detail and after carefully go- 
ing over the method of operation of recipro- 
cals, suggested a commonsense method of re- 
stricting their activities so that they might at 
least be unquestionably safe to the parties sub- 


organizations, 


scribing to them. 

Starting on the assumption that ninety per 
cent of the subscribers to reciprocal insurance 
consider only the saving in cost without any 
regard to the nature of the agreement which 
they accept, Commissioner Fairchild outlined 
the form of contract, or rather contracts, which 
are made between the subscriber and the at- 
torney-in-fact. The broad powers delegated to 
the attorney-in-fact (for such the manager of 
the exchange really is) are seldom: realized 
until it is too late. In this connection he sug- 
gested that it is the duty of Commissioners to 
point out that the State can do but little in 
case losses are not paid because of these 
powers as attorney-in-fact which are a part of 
the contract. In regard to the law an this ques- 
tion he said: 

We should call his attention to the fact that in 
the last. analysis he has assumed a liability to his co- 
subscribers and, while this liability is limited as to 
them, that owing to a recent State Supreme Court 
decision it is not so limited as to third parties. In the 
case of stock companies we are empowered to and 
do insist upon unquestioned ability on the part of 
companies to pay claims; that in most States mutual 
companies are required to maintain a sufficient guar- 
anty fund to protect their members. In Colorado, 
while an ostensible guaranty fund of $25,000 is re- 
quired before anyone can inaugurate a reciprocal, be- 
yond the mere sworn statement that such a fund was 
in hand at the outset of its operations, the Commis- 
sioner of Insurance is not permitted under the law 
to see to it that even this small sum is retained either 
in cash cr convertible securities for the payment of 
claims. It would, therefore, develop that the attor- 
ney-in-fact and his advisory committee are at liberty 
to not only reimburse themselves out of the deposits 
of subscribers for the original guaranty fund, but 
that the funds of the exchange may be invested in 
any form of securities that the attorney-in-fact and 
his advisory committee might select, there being 
nothing in the laws of Colorado at least that gives 
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the Commissioner of Insurance the slightest authority 


funds being invested in easily 


This, 


unscrupulous attorney-in-fact 


to insist upon such 


convertible securities. to my mind, offers an 


inducement to an sec- 


ond only to the 25 per cent or 30 per cent that he 
first deducts from every depusit made with him. 
The contracts, he added, also provide that 
only the subscribers at the time of any given 
loss shall be liable, and if the notice of loss is 
delayed it may mean considerable money loss 
to the claimant as it might occur that several 
subscribers would resign during the delay. 
Regarding reinsurance of the business of 
reciprocals, Commissioner Fairchild was frank 
to admit that he 
Where the money to pay for the premiums 
In the case 


does not understand it. 
would come from he did not see. 
of excess reinsurance, which would seem to 
be necessary, on account of the limited liability 
of the subscribers, he thought that the con- 
tract would be very interesting. 

Regarding the question of liability of the 
the State he set forth 
very pertinent points, which, if all subscribers 
could would un- 
doubtedly cause less reciprocal insurance to 
be written. He said: 


In at least one case that has come under my notice 
an exchange in 


subscribers to some 


realize their significance, 


making its the Insurance 
this 


collected 


report to 
“No 


policies, the consid- 


Department uses language: premium is 


charged or under our 


eration being the exchange of indemnity, and no 


deposits are written in the policies or renewals.” 
On a blank calling for information as to premiums or 
deposits the item of 
Guarantee Fund.” 

I am somewhat at a loss in a case of this kind to 
know just 


receipts is headed: “Expense 


and 
what the consideration is or is supposed 
to be by thus exchanging this indemnity. If there 
is no consideration it would appear that the contract 
of itself must be invalid, and it seems that the same 
conclusion must be reached ff the payments made 
are merely to cover “‘Expense and Guarantee Fund.” 
However this may be, the wording employed seems of 
itself to establish the fact that each individual in ex- 
changing with other indi- 
viduals forming the exchange is himself performing 
the functions insurance If this is 
true, then is it not the duty of each such individual 
to furnish evidence of solvency, not as to the par- 
ticular line of which he is regularly 
engaged, but as to his liability to become and con- 
tinue as a solvent insurer of the property of others? 
And the question naturally arises, is it not then the 


indemnity each of the 


of an company. 


business in 


duty of insurance departments to see to the solvency 
of the individual as affected by this outside line of 
business in which he engages? 

After thus suggesting that in all fairness 
each subscriber ought to be required to give 
a certificate of solvency to the State, Commis- 
sioner Fairchild referred to the dangers of 
reciprocal applied to third 
party insurance. It is hard to see how one or 
two requisitions can secure insurance to an 
employer for young employees who are liable 
to injury which might disable them for many 
years. 

Various actions to effect a remedy for the 
reciprocal forms of insurance were suggested 
by Mr. Fairchild as follows: 


insurance when 


A guaranty fund sufficient to make payment 
of all claims beyond question; investment of 
surplus funds under supervision such as is re- 
quired of other concerns; bonding of the at- 
torney-in-fact, and refusing to allow the at- 
torney-in-fact to incorporate. 


He also suggested uniform contracts and 
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Success! The individual’s success in satisfying the un- 
precedented demand for Life Insurance may be attributed to 


two factors: 
The goods offered, 


The ability employed. 


















Fag rng tttey HE agent’s ability is rewarded to the fullest extent only when he 

= C<7ieon Us iis can assure maximum service under a liberal policy at a low net : 
2 ‘ Home Office cost and supported by a Company of commanding character and financial | 
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For further information address ; 


ALLAN WATERS, Second Vice President, 
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the elimination of the words “policy” and “in- 
surance” in them, 

The address closed by an appeal to the Com- 
missioners to unite in an attempt to secure 
laws under which reciprocals and_inter-in- 
surers could be effectively supervised. 


SuaceEsts $100,000 Deposit 

Commissioner Fairchild’s address provoked 
probably more discussion than any paper of 
the convention. Commissioner James F. 
Ramey, of Kentucky, approved Mr. Fairchild’s 
suggestion and advocated laws to require re- 
ciprocals to deposit $100,c00 with the State. 
Mr. Ramey questioned the advisability of al- 
lowing reciprocals to insure where a_ third 
party is involved. Commissioner Frank Travis 
of Kansas stated that conditions in his State 
were the same as in Colorado, and expressed 
the opinion that power to reach reciprocals in 
the same way as stock companies should be 
given to Insurance Commissioners. 

Commissioners A, L. Harty of Missouri and 
James R. Young of North Carolina took part 
in the discussion as did several others, some 
disagreeing with Commissioner Fairchild, and 
the convention finally decided to refer the paper 
to a special committee of six to be appointed 
hy the president to suggest changes and im- 
provements in the present laws. 

At this point a memorial was submitted from 
the sub-committee on merchant marine and 
fisheries of the House of representatives and 
the United States Shipping Board urging the 
need of freeing American marine insurance 
from certain restrictive legislation which fails 
to recognize the essentially national and in- 
ternational character of the business. The 
memorial described the three syndicates formed 
at the instigation of the committee on mer- 
chant marine and fisheries and with the ap- 
proval and co-operation of the Shipping Board 
for service and insurance of the Government’s 
equity in vessels sold on the part payment plan 
and of American ocean going steel hulls owned 
by private persons or corporations which they 
have an interest. Certain recommendations 
were made under the following subheads: 


First—Enlargement of the kind of insurance other 
than life fire-marine companies 


may write. 


which marine and 


Second—Removal of excessive taxation and 
changing the system of taxing premiums to taxation 
on profits. 
Chird—Removal of 
reinsurance. ; 
lourth—Greater liberality with respect to Ameri- 
can companies seeking to operate in foreign countries. 
"ifth—No obstacles should be placed in the way of 


unnecessary restrictions upon 


permitting American companies to co-operate under 
Proper regulations through syndicates, bureaus or 
other associations for the purpose of transacting a 
marine insurance and reinsurance business in the 
United States and/or foreign countries or to rein- 
Sure or otherwise apportion among its membership 


the risks undertaken by the association or any of its 


component members. 
Sixth—Revision of State Insurance legislation with 
particular reference to marine insurance. 


The memorial stated that the cost of insur- 
ance as between our own and foreign markets 
is the crucial question for solution in any at- 
tempt and lasting 


Con- 


vigorous 


to establish a 
American marine insurance business. 


gress and banking interests have acted favor- 
ably, but insurance is the third vital factor that 
serves as the foundation of international trade 
and is necessary with the other two to make 
our foreign trade equipment complete. The 
memorial was referred to a special committee 
of five to investigate and report soon as possi- 
ble. 

On Thursday afternoon a resolution was re- 
ceived from the National Board stating that 
the convention favored a uniform law in re- 
spect to the time of filing annual statements 
and recommended a date to be fixed not earlier 
than March 15. This was referred to the com- 
mittee on laws and legislation which on Fri- 
day morning reported unfavorably, character- 
izing the proposal as unwise and inexpedient. 


SUPERVISION BY THE STATE 

“Insurance Supervision—Its Record,’ was 
the subject of an address by Col. James R. 
Young, Insurance Commissioner of North 
Carolina, before the National Convention of 
Insurance Commissioners at Los Angeles last 
week. Colonel Young has served longer than 
most of the Commissioners by many years 
and is therefore especially well fitted to dis- 
cuss this topic. 

The speaker harked back to the days of 
1808 when insurance supervision was first sug- 
gested in Massachusetts. He traced the de- 
velopment of supervision from that time to 
its modern conception. The need of super- 
vision was publicly recognized and made prog- 
ress despite setbacks due to unforeseen diffi- 
culties and innumerable mistakes. The close 
interest of the people in the business assured 
the continued life of the idea. Colonel Young 
drew attention to the fact that practically no 
departments are run for revenue nowadays, 
although originally all of them were so run. 
To-day it is recognized that the departments 
should be run rather for the advantage and 
good of the business to which each relates and 
in the best interests of the public. Improve- 
ment in this direction has been very rapid and 
Commissioner Young evidently took pleasure 
in being able to point out the close co-operation 
which now exists between department and 
company officials and workers. Regarding 
Federal supervision he made the following re- 
marks: 

From the present outlook Federal supervision will 
hardly come very soon, and possibly when it comes be 
received by some of its strongest advocates with no 


greater favor than they now accord State super- 
vision. State supervision is likely to remain and 
rule so long as the decision of the United States 


Supreme Court in Paul vs. Virginia stands and it. is 
accepted as law that the business of insurance is not 
commerce and each State can prescribe the terms on 
which fire insurance companies can do business with- 
In fact, the recent decision of the 
Barnes, Superin- 


in their borders. 
same court in German Alliance vs. 
tendent of Insurance, tends still further in the same 
direction, as it holds that the insurance business so 
intimately affects the and welfare its 
rates can be regulated. 

The Commissioner then outlined a weighty 
programme of duties belonging to the position 
which he occupies. As well as attending to the 
financial standing of the various companies 
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public needs 


he made the point that it is a Commissioner’s 
duty to attend to the insurance laws of his 
State, for he alone is in touch with all the 
parties involved, companies, insurers, bene- 
ficiaries, public and legislature. 


CoNnVENTION’S Work REVIEWED 


The convention itself received attention in 
Colonel Young’s address—he 
work as follows: 


reviewed its 


It was but natural that it should occur to the In- 
surance Commissioners of the different States the 
need of co-operation with each other and the bene- 
fits to accrue therefrom. At the suggestion of George 
W. Miller, then Insurance Commissioner of the State 
of New York, the commissioners from eighteen States 
came together on May 24, 1871, in New York city 
and organized a Nagurally, 
tendent Miller was called upon to preside, and was 
elected first president. 

When I first attended 
very different from 
time in 


convention. Superin+ 


conventions it was 
The convention spent its 
speeches by officials and 
representatives. As you all know, matters are very 
changed. At all of these meetings there are 
full and frank discussions of all insurance problems 
coming up, as well as of departmental problems and 
While the 
are no longer made by, much less entirely confined 
to, company officials, it must not be thought that they 
are ignorant. Now there is the fullest co-operation 
between the members of this convention and the 
officials of the different classes of companies. Prac- 
tically every matter of importance coming up in the 
convention is referred to a committee. which appoints 
a time and place and gives the fullest opportunity for 
all interested to be heard. In this way fine results 
have been reached and great improvements brought 


these 
now. 
hearing company 


much 


troubles. addresses at our conventions 


about in the conduct of the insurance business. 


Speaking of examinations Colonel Young 
affirmed that the present method obtains re- 
sults of real value both to the department, to 
the public and to the companies themselves. 
The old charges for examinations were a 
species of graft and served no honestly useful 
purpose. The convention is largely responsible 
for this better condition, through the work 
of its examination committee. 

The great advantages obtainable by uniform 
insurance laws were mentioned as follows: 


All insurance laws should be as uniform as _ pos- 
sible, but adapted to the constitution and general 
laws of each State, as well as the customs and ideas 
of the people. Co-operation and agreement on_ uni- 
form laws serve a fine purpose and are very advan- 
tageous. They are apt to embody the right 
principles easier to different States, 
easier to enforce and can be observed by the com- 
panies with less trouble and cost. Besides, where not 
enacted in some States because of the opposition 
from prejudice or of some influential class of com- 
panies, they are yet effective, for they must be 
observed in the other States where they have become 
law. 

One decided drawback to supervision is the length 
of service of supervising officials. Rotation seems to 
be the rule. Time is hardly given for the most 
talented official to get acquainted with his duties, 
much less really learn the business. Too often the 
office and small salaries make the 
unattractive, though it is generally looked 


office of 


more 
enact in the 


short tenure of 
position 
responsibility and use- 


upon as an honor, 


fulness. 

In the discussion following Colonel Young’s 
address Commissioner Burton Mansfield of 
Connecticut and Jesse R. Phillips of New 
York both opposed Federal supervision. 

President Brown of Vermont was appointed 
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Federated Fire Re-insurance Co. 


Authorized Capital $1,000,000.00 
Subscribed $1,000,000.00 
Re-Insurance Business Only. 


Home Office 
314-320 M.B.A. Bldg. Mason City, Iowa 























Tue PENINSULAR CASUALTY INSURANCE CO. 


Home Office — BAY CITY, MICHIGAN 
Authorized Capital $250,000.00 


Now writing—Accident and Health Insurance, Live Stock, 

Commencing January Ist, will write General Casualty Lines, 
including Automobile. ~ 

Attractive Agency Proposition in Michigan, and will soon enter 
adjoining States. 

Colon C. Lillie, Lowry Vahey, Harmon J. Wells 


President. Managing Underwriter, Secretary and 
General Manager 






















If you can write Ordinary and Industrial 
business in an exceptional field, uncer a pro= 
gressive live-wire manager, who controls five 
offices, all making exceptional records and 
incidentally green-backs, address (in strict 


confidence to you) Box 75, Ironton, Ohio. 











$6,000.00 — $12,000.00 with $50.00 per Week 
Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 100,000 Claims Paid $2,500,000.00 








Unusual Agency Opportunities at present in 
Minnesota, Indiana and lowa. 


Our Leading Salesman in 1919 made $12,000.00. 


Business Men’s Assurance Company 
W. T. GRANT, Vice-Pres. KANSAS CITY, MO. 



















GEORGE WASHINGTON LIFE INSURANCECO. 
Charleston, W. Va. 


The popularity of our SPECIAL CONTRACTS such 
as ENDOWMENTS at Ages 60, 65, 70 or 75, and our 
MONTHLY INCOME COUPON BOND POLICIES, mean 
SUCCESS to wide awake Insurance Salesmen. 

We also write TOTAL DISABILITY which provides 
for Waiver of Premium and Monthly Income and a clean 
cut DOUBLE INDEMNITY BENEFIT. 

Just at present we have a few attractive Agency 
openings in the State of OHIO. For particulars address: 


C. B. BEAUMONT, State Manager 
2205 East 83rd St., Cleveland, Ohio 


THE RIDGELY 


PROTECTIVE ASSOCIATION 


of Worcester, Massachusetts 


Sickness and Accident Insurance 
FOR ODD FELLOWS ONLY 





Surplus to Protect Policy-eHolders - = =« $241,214.11 
Deposited With Massachusetts State Treasurer, $100,000.00 

















Horace R. Wemple Henry M. Schnarr 
President Secretary=-Treasurer 


FIRE 
RE=INSURANCE 


NORWEGIAN ATLAS INS. CO., Ltd. 
WEMPLE & COMPANY, Inc. 


15 William Street 
New York New York 
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5 Q WE WANT AGENTS 
to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
“ ‘contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 





THE DES MOINES LIFE & ANNUITY CO. 
Heme Ciiacieoeees aa anes Moines, Iowa 






























A. M. BURTON, President 


Home Office . . ; ‘ 








LIFE AND CASUALTY INSURANCE COMPANY 


OF TENNESSEE 


Industrial Weekly Insurance Life — Health — 
Accident. Pays Fifty Weeks Indemnity— 
Ordinary and Industrial Straight Life Insurance 


H. B. FOLK, Secretary 


‘ , : Nashville, Tennessee 
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to represent the Commissioners at the meet- 
ing of the Canadian Provincial Superintend- 
ents of Insurance to be held at Winnipeg 
October 4. 

The committee on laws and legislation re- 
commended a commissioners’ rule that no notes 
be taken in payment of life insurance pre- 
miums unless bearing legal rate of interest. 


Among the company officials present were 
J. V. Barry, Metropolitan Life; John Marshall, 
Jr., Firemans Fund; E. M. Davis, Arizona Fire; 
W. T. Grant, Business Men’s Assurance; W. 
L. T. Rogerson, Life Insurance Company of 
Virginia; Wm. Brosmith, Travelers; E. H. 
Dearth, General Casualty and Surety; Presi- 
dent F. F. McGinnis, Agricultural Life; E. G. 
Doerfler, Globe National Fire; also W. E. 
Mallalieu of the National Board; O. B. Ryon, 
counsel National Board; Joseph Froggatt, 
New York. 

Among the ex-Commissioners present were 
Chorn of Missouri, Deavitt of Vermont, Done 
of Utah, Ekern of Wisconsin, Hardison of 
Massachusetts, Hartigan of Minnesota, Mc- 
Givney of Louisiana and Cooper of California. 

The convention delegates and guests were 
given an automobile ride to Long Beach for 
the banquet on Wednesday evening at which 
President G. I. Cochran of the Pacific Life 
presided and at which talks were made by Job 
E. Hedges, Jesse S. Phillips and James V. 
Barry, all of New York. 


Fire MarsHaA_’s CONVENTION 


On Thursday evening those of the Com- 


missioners who are ex-officio fire marshals 
formed the National Convention of Fire 
Marshals, which all fire marshals will be in- 
vited to join. Commissioner W. N. Van 


Camp of South Dakota was elected president 
and John S. Horan of West Virginia vice- 
president, with Joseph Button of Virginia sec- 
retary. These three, with Gustav Lindquist of 
Minnesota and Joseph G, Brown of Vermont, 
will form the executive committee which will 
draw up by-laws and fix a date for a meeting 
in December at the same time and place as the 
Insurance Commissioners. 

This action was caused by dissatisfaction 
with the action of the Fire Marshals Associa- 
tion in ignoring Commissioner-Marshals in 
many ways and in calling their meeting at Los 
Angeles in November. This means a break 
between the two organizations. 

It is reported that Commissioner Travis of 
Kansas will withdraw from the National Con- 


vention of Insurance Commissioners. 

The mid-winter meeting of the National 
Convention of Insurance Commissioners has 
een set for the first week of December next 
at New York. 


( 





CHATTANOOGA CELEBRATION 


Two Events in Progress of the Provident 
Life and Accident 

The Provident Life and Accident Insurance 
Company of Chattanooga has designated Sep- 
tember “President's Month” and an intensive 
drive for new business in honor of the “Big 
Chief,” R. J. Maclellan, is now under way. 

Thirty-three years ago the Provident was 
founded by Mr. Maclellan’s father, Thomas 
Maclellan. In the third of a century since 
that time the Provident has grown to be one 
of the dominant personal health and accident 
companies in the country as well as one of the 
fastest growing life companies. 

The completion of a third of a century de- 
voted to insurance service will be celebrated 
by the Provident with a big Home-Coming 
convention in December. Home office officials 
are already busily engaged in mapping out a 
programme for the pleasure and instruction of 
the delegates from seventeen States who will 
attend. The theme of the gathering will be 
the passing of the Provident from a sectional 
to a national scope of service in the short 
period since 1887. 


Lincoln National Lawn Party 

A charming event was the Lincoln Life house 
and lawn party, held on Saturday, August 28, 
at the palatial home of Arthur F. Hall, man- 
ager and first vice-president of the Lincoln Na- 
tional Life Insurance Company of Fort Wayne, 
Ind. Two hundred home office employees of 
the company reveled in the hospitality of Mr. 
tall. 
o'clock. The evening programme, given by the 


Dinner was served on the lawn at six 


employees, included instrumental music, singing 
and dancing. 
Milwaukee Life Underwriters to Meet 
On September 10 the Milwaukee Association 
of Life Underwriters will hold a meeting, at 
which “The Function of the Carnegie School 
of Life Insurance Salesmanship” will be dis- 
cussed. It is expected that one hundred or more 
will be present at the meeting. The Milwaukee 
Association has exceeded the quota of new mem- 
bers allotted to it at the beginning of the big 
drive. 
The Two-Republics Life, El Paso, Tex. 
Remarkable progress is being made by the 
Two-Republics Life Insurance Company of El 
Paso, Tex., its issued business in the first six 
months of 1920 having been $1,903,100, against 
$208,0c0 in the corresponding period last year, 
its applications for the first 
months of 1920 aggregating $3,184,0c0, or an 
average of nearly $455,000 per month. The rec- 
crd of the company since the inauguration of its 
new plans, in May, 1919, shows almost constant 
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received seven 


progress, month by month, its applications in 
July, 1919, having been $95,500, whereas in July, 
1020, they amounted to $610,500. This result has 
been accomplished with a steadily decreasing 
ratio of expense, the management expense ratio 
for total premiums in the first six months of 
1919 having been 39 per cent, while it was but 
2 per cent in the first six months of 1920. The 
first-year cost to premiums has likewise ma- 
terially decreased, having been but 6¥.7 per cent 
in the first half of 1920, whereas in the cor- 
responding period of last year it was I40 per 
cent (including excess influenza losses). 

The assets of the Two-Republics Life on 
June 30, 1920, amounted to $495,486, representing 
an increase of nearly $94,000, as compared with 
a year earlier. The receipts in the first half of 
1920 much exceeded those in the similar period 
last year, while the expenditures decreased, so 
that there was an excess of income this year of 
$61,357 over the expenditures. President A. H. 
Rodes is to be congratulated upon the great and 
steady progress which has been made by this 
enterprising company. 


American Teachers Life Changes Name 

The name of the American Teachers Life In- 
surance Company of Des Moines, Ia., has been 
changed to the Preferred Risk Life Insurance 
Company. This change in no manner affects the 
business written by the company in the past or 
its present organization. All contracts remain 
in full force and effect. 


Vice-President of Conservative Life Dead 

Gabriel R. Summers, first vice-president of 
the Conservative Life of South Bend, Ind., 
died recently at his home in that city. That 
his illness was serious had been known for 
nearly a year. He was a widely known busi- 
ness man and had served two terms in the In- 
diana State Senate. 





Darwin Barnard Dead 
Darwin Barnard, the surviving member of 
Barnard Bros., for many years conducting a 
general agency for the Penn Mutual in Boston, 
died last week. He was one of the original 
members of the Boston Life Underwriters Asso- 


ciation and one of its stalwarts. 





Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the value of adequate insurance and 
prepare the way for a personal call to close the appli- 
cation. More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, “‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
Ses OO Me ae 
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H. S. Bridgewater, 731 Railway Exchange Bldg., Kansas 
City, Mo., Mgr. Missouri and Kansas. 


. SATISFYING STRENGTH— 
! 

Guo RARE MicnaN A LIBERAL UNDERWRITING POLICY J. R. Railey, 807-8 Southwestern Life Bldg., Dallas, Texas, 
Prompt and Fair Adjustments Mgr. Texas and Oklahoma. 
Are Prime Factors Contributing to the Cordial Reception Which Has Been Accorded to ie 2 
the Company by Agents in the States Already Entered W. H. Savage, Vice-President and Agency Director. 
Correspondence is solicited from Agents in Towns where the Company is not Represented. 
COLON C. LILLIE, Pres. J. FLOYD IRISH, Secy. and Managing Underwriter. 




















SAFETY for 
THE WIDOW’S MONEY 


Through The 


MONTHLY 
INCOME 
PLAN 





A brilliant presentation of 
the Monthly Income Policy 
is, just off the press and is 
ready to supply to those 
-desiring a powerful aid to GENERAL OFFICES: 

the sale of this’ great busi- 2nd Floor Coal Exchange Wilkes-Barre, Pa. 
ness-building policy, now 
just coming into its own. 


Printed attractively as an Live men want a live Company. 


8-page leaflet, vest-pocket Our Salesmen make money. 
s1ze. 





Good contract for the right man. 





A Sample Will Convince You — 
Send For It. JOHN F. TUBBS, H. B. WILSON, 


President Secretary 





The Insurance Field Company 
INCORPORATED Write Us Today. 
P. O. Box 617 Louisville, Ky 
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SOME PHASES OF LIFE INSURANCE 


Judge Johnson Outlines Some Outstanding Problems Such as Attitude of 
Officials and Attitude of Public 


ELIMINATING THE WEAKER AND THE UNFIT 


Points Out that Within Last Thirty Years the Loss to Policyholders of Legal Reserve 
Companies Compelled to Liquidate Has Been Negligiole 


3y H. W. JoHnson 
President Central Life of Illinois, President Ameri- 
can Life Convention. 

Life insurance is unique, fundamentally dif- 
ferent in some respects from all other business. 
The business of life insurance is especially in- 
teresting; first, because it is a big business; 
second, while it is so designated it has in it 
more of service than any other business enter- 
prise. It has in it more of the element of a 
public institution, and for that reason it is 
conducted under a more careful supervision of 
public officials than any other enterprise. Life 
insurance is furthermore a true science--it is 
co-operative in its scope and effect. It is a 
social institution. Its mutual nature and social 
value have caused its stability to be reinforced 
by unequalled safeguards from without. 

In the early history of insurance there were 
failures because of the absence of application 
of scientific principles. To-day are interwoven 
the sciences of law, medicine, business and 
finance. No other business combines all in 
such a way as to make for business safety. 

During the past ten years there have been 
‘at least one hundred thousand commercial and 
industrial failures, with liabilities aggregating 
approximately two billion dollars. Very little 
in many instances is realized for the creditors. 
The deficiency is a complete loss. 


Losses NEGLIGIBLE 


Do you know that within the last thirty years 
the loss to policyholders of legal reserve com- 
panies doing business on a legal reserve basis. 
compelled to liquidate, has been negligible? 
Do you further realize that during the decade 
between 1904 and 1914 the country went fairly 
wild over the-organization of new insurance 
companies,? 

Of the very many insurance 
Started during this period approximately fifty- 
five have closed their doors with a total insur- 
ance in force of $139,564,000: of this total 
amount $138,530,500 was reinsured at no cost 
or expense to the insured; leaving only $1,033.- 
500 insurance that was terminated, and this one 
million of insurance was in a few companies 
that had enough money left to pay the few 
hundred policyholders their reserve in full, so 


companies 


that it is practically impossible under the safe- 
guards now thrown about the organization and 
operation of insurance companies for the in- 
sured to be swindled out of his insurance by 
even such wretched concerns, because under 
the supervision of the State authorities such 
concerns can be driven out of business, and 
the risks carried by them reinsured. 

These disreputable concerns usually succeed 
in “hoodwinking” the public out of their hard 
earned money, which is usually lost to them, 
and while these crooks appropriate this money 
filched from the public to their own use, and 
in many instances do not pay their current 
debts, still the interests of the insured are pro- 
tected. 

It may be claimed without successful contra- 
diction that life insurance is the most benefi- 
cent institution in the social and business 
world. It deals more directly with the real 
needs of humanity than any other institution 
having to do with the material welfare of man- 
kind, and there never was in the history of the 
social and economic affairs of the world so 
great a need for co-operation as there is to-day. 

The present unrest will never be settled 
aright until the spirit ‘of co-operation becomes 
a settled policy in the affairs of men. This ap- 
plies to not only life companies and _ their 
kindred organizations, but to all diversified in- 
terests in the economy of human affairs. By 
co-operation we do not simply mean effective 
relations existing in the business organization 
of any individual company for the purpose of 
placing the largest volume of business upon 
the company’s books, but it extends into each 
and every activity of the business of the com- 
pany, its relation to its policyholders, and par- 
ticularly with reference to effective service in 
promoting and up-building the most useful or- 
ganization in the world at the present time: 
making for better homes, better citizenship, 
and consequently a higher and more enduring 
civilization. ‘All insurance activities should 
co-operate for the purpose of giving to the 
insured the best of which each organization is 
capable. 

IN1QuITOUS TAXATION 

The necessity for keeping in touch with legis- 

lation affecting the business of insurance is of 
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growing importance. The question of taxation 
is one of particular significance. The outstand- 
ing policy contracts were never intended to 
bear the burdens now imposed upon them. 
Such imposition has been made without war- 
rant,-and in fact, without conscience, having 
no regard for the beneficiaries named in these 
contracts. Much of the unwarranted legisla- 
tion is due to ignorance and prejudice on the 
part of legislative bodies and executive officers, 
and until the public is properly educated as to 
the beneficent purposes of insurance this thing 
will continue. The imposition of the eighty 
cents per thousand tax may have been ex- 
cusable as a war measure, but its continuance 
in times of peace is iniquitous, and cannot be 
defended. 

As a medium of educating the public the 
establishment of a bureau has been suggested 
by some. It is possible that this method would 
be effective. In any event, the public cannot 
be made to understand the full value and pur- 
pose of insurance of every kind and character 
unless the same is brought home to them by 
all insurance organizations co-operating in 
placing the beneficent purposes of insurance 
properly before them, 

It is urged by some that it is the function of 
the officers of the American Life Convention 
to prevent adverse legislation wherever it may 
be, and to- promote and bring about needed 
legislation. This, it seems to me, without 
proper preliminary education and co-operation 
on the part of the public is a most short-sighted 
view of the situation. No one has less influence 
with local legislative bodies than the repre- 
sentative of any large business corporation, and 
the first thing that suggests itself to such a 
local legislative body is one of self-interest and 
personal benefit on the part of any such repre- 
sentative deemed to be foreign to them. 


Co-OPERATION BETWEEN COMPANIES 

It seems to me that the basis upon which to 
found an appeal for remedial and preventative 
legislation must rest upon local conditions, 
urged by local interests, supported by public 
opinion. When such a condition prevails then 
the officers of any given organization, or its 
representative, will be permitted, in fact, in- 
vited by local interests, to submit facts per- 
tinent to the matter under consideraion. The 
public should be made to thoroughly under- 
stand that the business of insurance is not now 
one of pecuniary profit as a first consideration. 
It is a business the purpose of which is most 
beneficent. 

The various insurance activities have been 
getting closer together, and understand each 








other better, and are beginning to realize that 
the business is not one of competition, but 
rather of co-operation. The large companies 
of the East, forming the Association of Life 
Insurance Presidents, and the membership of 
the American Life Convention, comprising 
about 130 life companies, are now standing 
shoulder to shoulder, striving for all that is 
best in the business of insurance, and with the 
life companies united, and all other insurance 
activities co-operating, a campaign can be 
undertaken and continued that shall ultimately 
place the public in possession of such informa- 
tion as shall make it possible to protect the 
business of insurance from being menaced by 
hurtful legislation both in the State and in 
the nation. 
DESIRE TO DO THE RIGHT 


A great majority of public officials desire to 
do the right at all times as they see the right, 
and others are made to do the right by the 
powerful weapon of public opinion. For the 
purpose of creating such an opinion the truth 
with reference to the great institution of in- 
surance must be brought home to the people 
generally. 

We are living in abnormal times, and the 
question, “What of the Future?” is one of in- 
terest to each and all. It is the day of big 
things done in a big way. A note of warning 
has repeatedly been sounded as to what is 
esteemed by many to be over-production on the 
part of insurance companies, but it should be 
remembered that the farmer by intensive culti- 
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vation of the field has made “Two stocks of 
grain grow where one grew before.” There 
is a greater demand for insurance than ever, 
because its need, use and purpose is better un- 
derstood, and as the commodity prices are 
being advanced the size of the policy is being 
correspondingly increased. 

It is interesting to note that the insurance 
written the first six months of the present year 
as compared with the corresponding six 
months of last year exceeds the former period 
by substantially forty-five per cent. 


EFrecr OF DEFLATION 

It is thought that the peak has been reached 
in commodity prices, and that a gradual reduc- 
tion may be expected. If so, we have reason 
to believe that the downward trend in prices, 
the deflation of credit, and the consequent in- 
creased power of the dollar will necessarily 
affect the volume of insurance to be written. 
Referring to the increased power of the dol- 
lar it is not intended to. convey the meaning 
that we have a cheap dollar. It is worth one 
hundred cents, but it simply does not buy as 
much of the commodities of to-day as it did 
prior to the world war. 

The future, however, seems promising re- 
gardless of continuing readjustments. By 
keeping our feet on the ground and our heads 
below the clouds, observing wisely sane busi- 
ness methods, there should be no cause for 
alarm. In fact, insurance will be a large factor 
in the solution of present economic conditions, 
by reason of the large volume of money it 
sends through the channels of trade in helping 
to build homes and the buying of farms. 


The foregoing is the address, slightly 
condensed, delivered by Judge Johnson at 
the opening session of the Health and Acci- 
dent Underwriters’ Conference, Chicago, 
September 7. 





Utah Insurance Report 


Rulon S. Wells, State Insurance Commis- 
sioner for Utah, has just issued the eleventh 
annual report of his department, which shows 
a great increase in the insurance business in 
the State. Mr. Wells says the year 1919 was 
the most significant period in the history of 
the Insurance Commission of Utah, the num- 
ber of companies engaged in the business, the 
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fees collected by the Insurance Department, 
the premiums received by the companies and 
the losses paid being greatly in excess of those 
of any previous year. During the year 27 
companies transacted business in the State, and 
of these 136 were fire, forty-eight life, eighteen 
surety and fidelity, and fifteen were reciprocal 
or interinsurance. 

In giving the report Mr. Wells makes some 
interesting suggestions for the future which 
he hopes to see embodied in the State insur- 
ance laws. He would establish certain quali- 
fications for agents so that persons entering 
the insurance business may know, at least, the 
elements of insurance practice before selling 
policies. He would also require all insurance 
companies and underwriting agencies of what- 
ever kind to file copies of all policy forms used 
by them with the State Insurance Department, 
and give the commissioner power to prohibit 
the use of forms disapproved by his depart- 
ment. In this connection, he says, the com- 
missioner should have authority to seek the 
co-operation of other State Insurance Com- 
missioners so that standard policy forms for 
all kinds of insurance may be adopted. 





The Test of Service 


The ultimate success of a life 
insurance company depends upon 
what those who have bought its 
policies in the past think of the 
service they have received. The 
Massachusetts Mutual passes this 
test with flying colors. Over 
$45,000,000, or 35%, of the busi- 
ness delivered last year was on the 
lives of men and women already 
insured in the Company. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Spricgfield, Mass. incorporated 185! 
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TOOLS AND PROCESSES IN MAKING A 
SALESMAN 
High Mentality, Noble Spirit and Physical 
Well Being, the Three Essentials 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship, 











Thus far we have considered only the raw 
material of the sales-Man. It is important that 
we get rid of any false ideas that one salesman 
is naturally qualified for selling and that an- 
other is naturally disqualified. The illustration 
of the transported German baby and the Amer- 
ican baby was given to emphasize the effect of 
post-natal influences. Of course there are in- 
fluences of birth. One child starts with a bet- 
ter grade of mental or physical or spiritual 
equipment than is the endowment of another 
from his parents. No doubt some men are 
handicapped by hereditary tendencies. But the 
inspiring thing about living is that the heaviest 
handicaps can be overcome. 

Gold is not recovered with eqtal ease and 
facility and speed from placer sands, from con- 
glomerates, and from quartz. The placer miner 
of California’s bonanza days could shovel a 
little gravel into his pan of water, rock and 
twist it a bit, slough off the refuse, and have 
his gold product in a few minutes. But the 
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LIFE INSURANCE SECTION 
greatest gold mines have required more com- 
plex processes and. machinery to extract the 
precious metal from the rubbish, and a good 
deal of time and work must be expended be- 
fore the product can be recovered. 

The bad hereditary tendencies in which our 
Man qualities are ingrained are like the quartz 
rock that imprisons the veins and flakes of pure 
gold. If we keep them, the gold in use is of 
impaired value. But if our bad tendencies are 
thoroughly crushed by the tools and the work- 
man on the job of Man-ufacturing your life 
and mine, respectively, every bit of our innate 
gold, our Man-hood can be recovered. Primi- 
tive miners, using their crude methods, were 
incapable of getting gold from hard quartz. 
Similarly primitive methods of recovering 
Man-hood from hardened viciousness and 
fixed base habits were ineffective. But the 
modern science of psychology, practically ap- 
plicd to human economics, to religion, to busi- 
ness, crushes hereditary tendencies and frees 
our Man qualities for amalgamation with the 
mercury of opportunity. 

I may have far more to overcome than you. 
You may be equipped with health and a strong 
body: in physique you may have the better of 
me. You may possess a greater degree of 
spirituality than I have. I may be your in- 
ferior in brain quality and quantity. But it ts 
possible for me to make myself a better grade 
sales-Man than you are at present. You can 
improve yourself, too, of course. Perhaps you 
will. If you don’t make the most of your possi- 
bilities, however, and if J do make the most 
of mine, I'll beat you selling, forty-’leven ways. 
It’s a job of work, principally. 

Human nature develops some peculiar traits. 
The California placer miner very seldom was 
contented to change to quartz mining. He 
washed out all the free gold in one claim; then 
wandered on the prospect for another placer 
He scorned the patient, slower pro- 
cesses of the quartz digger. So it was with the 
fellows who went to the Klondike and to 
Nome. But most of the gold in the world was 
recovered from rock combinations, not ‘from 
Remember that. 


deposit. 


sand or loose gravel. 


PrE-EMINENCE Must RE FouGut For 
The “gifted” salesman is a good deal like the 
lucky placer miner who struck it rich. The 
story of a miner who stumbled onto a rich 
claim in the Klondike and became a millionaire 
in a day stirs envy because we feel he did not 
earn his wealth. We feel much the same way 
about the salesman who was blessed with a 
magnificent physique, with the inheritance of 
a fine brain, with hereditary nobility of spirit. 
But those great advantages do not often re- 
The greatest figures in 
pre-eminence. 


sult in a super-Man. 
history fought their way to 
They did not fall into their places at the top. 
They climbed over obstacles. ; 
The gifted salesman doesn’t have to work 
hard in order to sell: so usually he does not in- 
crease his streneth. The average fellow knows 
his job is big and will require more than avery 
age ability. So he perfects himself and to 
play safe makes himself stronger than neces- 
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Strength builds on itself more strength. 
The man who is able to lift three hundred 
pounds to-day first had to become capable of 


sary. 


raising lesser weights. The salesman who is 
not gifted is compelled to make the most of 
the average qualities he has. He usually 
utilizes more of his capability than does the 
man who was better stocked in the first place. 
In consequence he tops the fellow who relies 
on his gifts to close sales. 

Surely you realize now that none of us were 
deficient at birth in the essential Man qualities 
from which the sales-Man can be Man-ufac- 
tured. So let us suspend consideration of the 
raw material and give our attention to the 
tools and the processes of sales-Man making. 

First we must understand that perfect Man- 
hood is a composite of three elements. A man 
is incomplete if he lacks high mentality and 
noble spirit; though he have the body of 
Apollo or Hercules. Nor is he a perfect Man 
if he possesses fine mentality with a mean spirit 
and a weak body. Spirit alone cannot make 
a whole Man. Even lunatics have spirituality. 
No two qualities are sufficient, either. The big 
Man is three-sided, a tri-cylinder motor. If 
one-third of him or two-thirds of ‘him is 
missing fire or dead, he has just that much less 
mMan-power. 

No motor manufacturer would turn out a 
product with only part of the cylinders efficient. 
He uses such tools and such processes and 
such tests as result in a motor perfectly bal- 
anced in power. No one cylinder is expected 
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Speaking of “Off Years’”— 


IN EASY TIMES—freak periods such as we recently have experienced—many business 
institutions drift to success. But drifting does not develop business sinew. It is the 








rough going that shows up the laggards, the inefficient, the poorly-equipped and also 
brings into strong contrast the true leaders—the masters of the business. 


THEY PROGRESS BY SOUND METHODS AND WELL-DIRECTED EF- 
FORT which in the “off years” shows to greater advantage in contrast to the slowing 
speed of the drifters—their opportunist rivals. 


THESE ARE WONDERFUL DAYS in which to undertake that study of the real 
problems presented by life insurance salesmanship that will overcome for all time, the 
depressions that come in the business of those poorly-prepared agents whose real mo- 
mentum is no greater than the speed of the general current of business. 


A PERMANENT RECORD OF INTEGRITY, solidity, honest dealing and use- 


fulness, is much to be preferred, either in a company or an agent than a spectacular, 
temporary, but sterile record of big production. 


GOOD MEN AND GOOD COMPANIES ultimately and naturally come in contact 


with one another. 


THE NORTHERN ASSURANCE INVITES that sort of contact and, at the sa e 


time invites the closest scrutiny of its condition, its record and its reputation among those 
authorities whose opinions are accepted as conclusive evidence wherever insurance is 


written. 


INORTHERN ASSURANCE (COMPANY 


Outstanding assurances, over, $28,000,000.00 
Assets, over, - - - - - $2,250,000.00 











The Company’s resources from income this year will considerably exceed $1,000,000.00. 


CLARENCE L. AYRES, President DETROIT, MICHIGAN 
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to do more work than another. None is a drag 
on its fellows. So it should be with the three- 
sided sales-Man. His mind, his body, his soul, 
each functioning with a full hundred per cent 
of efficiency, should be perfectly co-operative 
in Jus salesmanship. 

Now what are the tools and processes of 
Man-making? Let us study first the tools and 
processes of Man-ufacturing the physical side 
of the efficient sales-Man. But in making this 
separate investigation we must not forget that 
the perfected mind and the finest spirit are 
affected by the development of the body. The 
three elements of a Man are not independent, 
but inter-dependent. 

Some of the tools and processes by which 
physical health and strength may be secured 
are more or less familiar. Fresh air, baths, 
exercise, temperate habits of eating and drink- 
ing, proper rest, all these, however, are not 
sufficient to fit a man bodily for salesmanship. 





WE WANT A MAN 
Worth $5000 A Year 


Are you that Man? Old or 
Young, he must be active and 
alert, of good habits and of force- 
ful personality. He must know 
Salesmanship, so he can instruct 
others in the art. He must know 
how to meet all kinds of men. 


THE POSITION 


is that of resident representative 
of one of the Strongest financial 
institutions in the middle west 
with ten millions of assets and 
putting new business on the 
books at the rate of $36,000,000 
a year. We are making a big 
Sales Campaign and must have 
a strong man, or more than one. 


THE LUCKY MAN 


will not be permitted to hold this 
position unless he proves he can 
earn $5,000 a year in commis- 
sions, There is no limit to the 
incomethat may be earned. With 
the help of the home office he can 
build upa great business the first 
rm, When a man demonstrates 

is ability he will be promoted to 
a position earning more money. 


Write to us today with full 
details, 
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Business in Force $68,000,000 
NEBRASKA 
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They are necessary tools and processes, but 
they do not in themselves assure virility, any 
more than abundant muscle alone makes cour- 
age. Right thinking, nobility of spirit have 
physical effects. So psychology and morality, 
as well as hygiene, dietetics, physiology and 
gymnastics are tools of physical Man-making. 
The mind and the soul of a man have influence 
on the development of his body, and vice versa. 


REACTION oF MIND on Bopy 


For many hundreds of years people have 
known that the mental state and the spirit of a 
man affect his physical condition. Fear, for 
instance, may take from a strong man all his 
strength in an instant. Worry often causes 
nausea. But, though humanity in general real- 
ized there was a connection between thoughts 
and bodily phenomena, only recently have the 
laws that govern these relations been deter- 
mined with scientific accuracy. Now it is 
recognized that every activity of mind is ac- 
companied and correlated with some bodily 
action. Each time you think, the tissues or 
cells in some part of your brain are altered. 
Every expression of an idea involves action 
by muscles directly connected through nerve 
telegraph with the particular brain center that 
transmitted the idea from your mind. 

It is important, therefore, that in your 
physical development for salesmanship so train 
your muscles that they will work in co-oper- 
ation with your mind and soul to make you a 
bigger sales-Man. Let us, for illustration, con- 
sider how the quality of courage is developed. 
This example will make clear the directness of 
the reciprocal actions of mind and soul upon 
the body, and of the body on the mind and 
soul, in building up within a man courage that 
becomes second nature to him, 

Of course you realize that merely thinking 
you are courageous or will be courageous will 
not make you brave if you are cowardly at 
heart. You must have the soul of courage, 
coupled with courage of mind. That we all 
know. But did you realize that courage can 
be built into your nature, so that you always 
will have it, only by a physical process in com- 
bination with the feelings and thought of cour- 
age? The fact is that permanent courage de- 
pends more on the development of the muscles 
at the back of the neck and back of the shoul- 
ders than on thinking or feeling courageous. 

You have occasion to feel or think with great 
courage only once in awhile, not often enough 
to fix the habit of courage. Thoughts are fleet- 





ing, anyhow. But muscular structure is per- 
manent, So if you would be invariably and 
dependably courageous whenever the emergency 
comes, train your neck muscles and back 
shoulder muscles in advance. Think cour- 
ageous thoughts, say and make yourself feel 
brave sentiments. Then note how your shoul- 
derse naturally are held back and down, and 
how the muscles at the back of your neck hold 
your head erect. Now train your muscles by 
carrying your head and shoulders that way 
habitually. You will thus develop their 
strength. The next time you are in need of 
courage your head and shoulders will already 
be in the poise of bravery. Instantly th® will 
communicate to your mind and soul conscious- 
ness of courage. You will have permanent 
courage built into yourself if you hold your 
head and shoulders in the manner of a cour- 
ageous man, as second nature. 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran= 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, Ill. 




















ASSETS $3,566,304.16 $$ 


CONTINENTAL LIFE INSURANCE COMPANY 
INSURANCE IN FORCE $32,000,000.00 


Our Policy Forms Contain the Following Provisions: 

Double Indemnity for accidental death, Total and permanent disability benefits, Par- 
tial disability benefits, Surgical operation benefits, Annual dividends, Optional methods of 
settlement, Premium loans, Cash loans, Extended insurance, Paid up insurance, Cash sur- 
render values, Insurance to cover policy Loans, Installments certain-Participating. Install- 
ments continuous-Participating. 

Very Attractive Agency Contracts to Reliable Men. 


John W. Cooper, President. 









Kansas City, Missouri. 


























A FARM MORTGAGE 
BEHIND 


EVERY POLICY 


HE PEORIA LIFE 
gives SERVICE to its 
policyholders and to its 
agents. “Its sound methods 








and good reputation are giv- 
ing it a steady, healthy growth 
all in the Middle West. It in- 
sures men and women on 
equal terms. Policies are up 
to date in every respect, and 
contain liberal and attractive 
features which make them sell. 


It gives to Total Abstainers 
a lower rate on their insurance 
by placing their policies in 
the Total Abstinence Depart- 
ment in which the mortality 
record is kept separate. It is 
a live, up-to-date Company 
which is progressive. 


It is developing new terri- 
tory in the Central West and 
has good positions for good 
men. 


Peoria Life 


Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 
President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 
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INHERITANCE TAXES 


Useful Information as to the Laws in 
Various States 

Interesting data are contained in reports 
numbered seventeen and eighteen, of the 
Prentice-Hall Inheritance Tax Service, in re- 
lation to the legal requirements in several 
States. This information is supplementary to 
that contained in the books issued to subscrib- 
ers to the service. 

West VIRGINIA 

At the 1919 session of the West Virginia 
Legislature a new inheritance tax law (House 
Bill No. 174) was introduced in the House of 
Delegates, and approved by the finance com- 
mittee. Its passage was, however, delayed and 
no final action was taken upon it. It is the 
intention to reintroduce the bill in 1921 in a 
revised form. The most important change 
which will be effected is that which provides 
for the appointment of a State appraiser, whose 
duty it would be to make an accurate inven- 
tory and appraisement of all. property subject 
to tax, conduct hearings and report his find- 
ings to the State tax commissioner. This pro- 
vision is modeled somewhat after the Cali- 
fornia statute. It is the intention of the tax 
commissioner to suggest other amendments in 
regard to deductions and in regard to reci- 
procity between West Virginia and other 
States. 

The law of West, Virginia divides benetici- 
aries into three groups, namely: (A) Wife, 
husband, child or legally adopted child, lineal 
descendant or lineal ancestor; (B) brother or 
sister (excluding those of the halfblood) ; (C) 
all others, except those entirely exempt. 

The tax rates are as follows: Amount of 
exemption to $25,000, (A) 1 per cent, (B) 3 
per cent, (C) 5 per cent; on next $25,000, (A) 
1% per cent, (B) 4% per cent, (C) 7% per 
cent; on the next $50,000, (A) 2 per cent, (B) 
6 per cent, (C) 10 per cent; on the next $400,- 
000, (A) 2% per cent, (B) 7% per cent. (C) 
1214 per cent; over $500,000, (A) 3 per cent, 
(B) 9 per cent, (C) 15 per cent. 

Exemptions are allowed as follows: To 
widow, $15,000; to husband, child, lineal de- 
scendant or lineal ancestor, $10,000; no other 
exemptions are provided for except that gifts 
for use within the State for educational, 
charitable, literary, scientific or religious pur- 
noses or to the State or any division thereof 
ior public purposes are exempt. 

INDIANA 

Recent court decisions in Indiana have been 
as follows: Inheritance tax is not tax on prop- 
erty, but on the right to succeed thereto; in- 
heritance tax statute of Indiana is similar to 
that of New York, Illinois, California and 
Wisconsin. Inheritance tax law providing for 
increased rate as amount of estate increases or 
for different classes, is not unconstitutional ; it 
may discriminate between relatives and 
strangers; words “in contemplation of death” 
refer to bodily or! mental conditions which 
prompt persons to dispose of their property; 
inheritance tax is to be paid out of each sepa- 
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PERFECT 
PROTECTION 
POLICY 


OF THE 


RELIANCE LIFE 


gives you something absolute- 
ly new and different to talk 
to.your prospects. Gives you 
a chance to earn more money 
than you are now making. 


Our Life Insurance Contracts 
contain the most up-to-date 
clauses known to the Insurance 
World. The 
Health gives full protection 
for at least a third less cost 
than regular casualty com- 


Accident and 
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CENTRAL LIFE 


Insurance Company of Illinois, 
Ottawa, Illinois. 


A conservative, well managed, western 
company, with close to thirty-five mil- 
lions of business. Soundly financed; 
operates in Illinois, lowa, Missouri, South 
Dakota, Minnesota, Nebraska and Mich- 
igan. Writes both participating and 
non-participating business; is a good 
dividend payer; has up-to-date policy 
forms, and has no apologies to make. 
“Look us up in the books” and write us 
for an agency proposition if interested. 


S. B. Bradford, 
Sec’y=Treasurer 


H. W. Johnson, 
President 


W. F. Weese, 
Vice-President and Agency Director 











Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department, 


$206,155.00 Surplus Protection to 
Policyholders. 


$16,000,000.00 Insurance in force. 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS. 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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rate estate transferred, and not out of resi- 
duary estate unless expressly so charged by 
will; the executor is personally liable for the 
collection of the inheritance tax from the bene- 
ficiaries; an executor is not authorized to sell 
property bequeathed to one person in order to 
pay the tax imposed upon the transfer to an- 
other legatee; Federal estate tax is to be de- 
ducted before computing net value of the 
estate for purposes of taxation. 
KENTUCKY 

The Kentucky law divides heirs into five 
classes. (A) husband, wife. lineal issue, lineal 
ancestor, adopted or mutually acknowledged 
child and lineal issue of either: (B) brother, 
sister, descendant of either, widow of son, or 
husband of daughter; (C) uncle or aunt of 
descendant of either; (D) brother or sister of 
grandfather or grandmother or descendant of 
either; (E) all others. 

Primary rates are established, and the rates 
increase in a constant multiple for each class 
as the value of the interest increases, as fol- 
lows: Class A, upon excess above $5000, ex- 
cept as to widow or minor child when tax is 
on excess above $10,000; I per cent on first 
$20,000, or $15,000, respectively; 1'4 per cent 
on next $25,000; 2 per cent on next $50,000; 
2% per cent on next $400,000, and 3 per cent 
on the balance. Class B, on excess above 
$2000, 114 per cent on the first $23,000: 2%4 on 
the next $25,000; 3 per cent on the next $50,- 
000; 334 per cent on the next $400,000; 4%4 
on the balance. Class C, on excess above $1500, 
3 per cent on the first $23,500: 4%4 per cent on 
the next $25,000: 6 per cent on the next $50,- 
000; 714 on the next $400,000; 9 per cent on 
the balance. Class D, on excess above $1000, 
4 per cent on the first $24,000; 6 per cent on 
the next $25,000: 8 per cent on the next $50,- 
000; 10 per cent on the next $400,000; 12 per 
cent on the balance. Class E, on excess above 
$500, 5 per cent on the first $24,500: 71% per 
cent on the next $25,000; 10 per cent on the 
next $50,000; 1214 per cent on the next $400,- 
000: 15 per cent on the balance. 

There are exemptions allowed upon trans- 
fers to municipal corporations for charitable, 
educational, library or public purposes. 


New York 

Among recent court decisions in New York 
State affecting the subject of inheritance tax- 
ation are the following: 

The tax is not upon property but upon the 
right to dispose of same:‘transfer to widow 
and children under antenuptial agreement is 
not taxable; transfer to son under trust agree- 
ment made for valuable consideration and not 
in contemplation of death, is not taxable; good 
will is included in market price of a partner- 
ship, and is subject to tax: a Masonic lodge 
is held to be a charitable and benevolent corpo- 
ration: full legal commissions are not deducti- 
ble where legacy in lieu of commissions is less 
than legal amount: Federal income tax pay- 
able to date of decedent’s death is an allowable 
deduction: income accruing after decedent’s 
death is not subject to tax. 
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under our direct 
general agency 
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Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 
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Ile was an old man and sat upon a box at 
the street corner selling papers. To all who 
passed he advertised his wares calling “Morn- 
ing paper?” As I passed by he noticed that I 
had my morning paper in my hand, so, instead 
of his usual invitation, he accosted me with 
“Why don't you buy your paper of me?” I 
was no friend of his not even an acquaintance. 
He had no claim on my patronage except his 
own selfish ends. He wanted to cheat the 
other chap from whom I bought my paper— 
out of his regular customer. Poor soliciting 
—yes! Yes, again! Any soliciting is poor 
which bases the reason for buying on “IVhy 
don't you buy from me?” What would you 
think of a life insurance agent asking a per- 
fect stranger “Why don't you buy your life in- 
surance from me2” If the stranger wouldn't 
administer a good wallop on his bone head, 
I'd miss two guesses. No, Henry, sell your 
goods upon their merits. Win the stranger’s 
confidence by your gracious approach. Say, 
if that chap on the corner had accosted me one 
morning with “Jt’s a beautiful morning, sir!” 
and the next (I passed that way every morn- 
ing) “You scem happy this morning, sir!” and 
the following “Have you read about the Polish 
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victory, sur?” and “I am here every morning 
sir, so unless you have a regular place to buy 
your morning paper I shall be glad to put you 
on my list as a regular-customer” or some- 
thing like that, | would have been attracted to 
Put this down as a cardinal principle 
of salesmanship: You must have a man’s con- 
fidence before you can sell him. When you 
gain his confidence the sale is more than half 


him. 


made. 

Two young “freshies” were just ahead of me 
One said to the other “I have 
J am a busi- 


on the street. 
exactly thirty cents in my pocket. 
ness man.” The other one laughed, “O yes, 
you are certainly some business man all right! 
Thirty cents and no job!” Well, well, | 
thought. That young rooster had some con- 
Out of a job—only thirty cents and 
business man. As I walked along, 
Ben Franklin reduced to one 
bank roll) for his breakfast 
not deterred 


ceit. 
yet a 
1 though of 
roll (not a 
and figured that Mr. F. 
from being some business man by the size 
of his capital. It might be presumption for 
a man to call himself a capitalist, if his 
loose change amounted to thirty cents, but 
to call himself a business man is different. 
Great possibilities are wrapped up in thirty 
Spent for street car fares—telephone 
al—these coppers 


was 


cents 
tolls—a clean shave—et 
might start their owner on the highway to 
success. Not what you have, my son, but how 
you use what you have, makes a business man 


R. O. TicrLos. 


out of you. 
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WANTED 


to get in touch with Life 
Insurance «Agents and 
General Agentsfor State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 











New England Mutual Report 
The New England Mutual Life of Boston 
reports the following figures for July, 19109, 
and July, 1920: 
New INsuRANCE PAID-FOR 
$7,057,716 
51344,541 


$1,713,175 
DEATH CLAIMS INCURRED 


$249,638 
317,595 


Increase 


$67,057 

















1860 


16th, 1860: 


Liabilities 
$10,000 
5,866,390 
13,701,958 
29,360,065 


53,133,246 


Assets 
$194,545 
6,640,004 
14,825,966 
34,104,782 


58,215,528 


Jan. Ist 


aSG1..... 
1875... 
1890... 
1905... 


1920. . 


Paid to Policyholders 
since organization 

Assets held as security for 
Policyholders 

Net Gain to Policyholders 
after payment of all ex- 
penses and taxes.:..... 








The Guardian Life Insurance 
Company of America 


60th Anniversary 


The following figures show the growth of this 
Company since the first policy was issued on July 


Surplus & 
Div. Funds 
$184,545 
773,614 
1,124,008 
4,744,717 104,327,267 


5,082,283 200,179,021 


Received from Policyholders.......... $172,071,765 


$130,142,891 


58,215,528 


NEW BUSINESS PAID FOR 1919. . $37,342,844 
A GROWING COMPANY FOR GROWING MEN 
For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 
50 Union Square, New York City 


1920 


Insurance 
in force 


$499,979 
34,090,100 
54,199,371 


Se LALLA iM TMNT Tin initid 


188,358,419 


$16,286,654 
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NECESSITY OF CARRYING MORE LIFE 
INSURANCE 


Men Adequately Insured a Few Years Ago 
are Under-Insured To-day 


By THeEopore J. VENN 
(Author of 


“Income Insurance,” Etc.) 

In these days of soaring prices we are never 
permitted to forget the high cost of living. 
The grocer, the butcher and the baker are 
there to give us daily reminders, and, even 
were they to take a temporary vacation, the 
tailor, the landlord, the dry goods man and the 
shoe dealer, in fact, every purveyor to our daily 
needs, would still be on the job. Try as we 
may, we cannot escape meditations and reflec- 
tions on the H. C. L. and the urge of greater 
efforts to meet it. 

But the matter of the present high cost of 
dying—that is another proposition. Yet it is 
just as real and apparent as the H. C. L.. and 
may vitally concern the dependents of any man 
who is underinsured when viewed from the 
standpoint of present and possibly continuing 
living standards. In other words, while con- 
ditions remain as they are the man who carries 
but a small insurance policy may be tempo- 
rarily in the position where he is making a 
greater amount of provision for those conduct- 
ing his funeral than he is for his dependents. 

This is a matter which, under the changed 
conditions of life, has not been given the con- 
sideration it merits. There are several reasons 
for it. In the first place the thought of death, 
though the most natural thing in the world, is 
frequently shunted by the majority of men for 
more agreeable reflections, and, in the second, 
there are lacking the daily reminders which 
are ever present in connection with the en- 
hanced cost of living. 

For instance, the undertaker, the cemetery 
management and the florist are not constantly 
at our elbows, dinning into our ears that their 
prices also have greatly increased. We may 
also be spared the disagreeable information 
from liverymen and garages that the charges 
for funeral conveyances have gone ’way up; 
but the facts are there just the same and must 
be reckoned with. 

If you should have the misfortune to be 
laid up with a long case of sickness the 
physician may not impart the information that 
in case of death he will have a larger claim 
against your estate due to his advance in fees ; 
but in the event of an unfavorable outcome 
your beneficiaries will have to foot the bill. 

Then there are also the new income and 
inheritance taxes which must be taken into 
consideration by those whose estates would 
fall under their provisions. The tax collectors 
are not making daily visits calling attention to 
the fact, but the laws are on the statute books 
and there is no escape when the estate enters 
Probate. There is no better way of making 
Provision for this shrinkage in the value of an 
estate than by securing a sufficient amount of 
Coverage in the form of additional life insur- 
ance, 

But the factor that calls loudest in the urge 
for increased life insurance is the fact that 
what may have been considered as sufficient 


some years back will fall far short of reaching 
the objective as long as the present high cost 
of living and of dying continues, and from 
present indications that time is still a long way 
off. 

Statisticians figure that on an average the 
cost of living has more than doubled and as 
long as this condition obtains there will be 
urgent necessity for greater life insurance pro- 
tection for dependents. There is no blinking 
this fact. 

But there is a silver lining to every cloud, 
At first 


glance some may view this need of increasing 


and this is no exception to the rule. 


their insurance as an additional burden added 
to their cost of living, whereas it is, in fact, a 
blessing in disguise, as the following will illus- 
trate: 

Life insurance is one thing which has not 
advanced in notwithstanding the de- 
creased purchasing power of the dollar. The 
initial cost of securing life insurance to-day is 
the same as it was before the war. 

In view of this fact, the so-called fifty-cent 
dollar of to-day will purchase not only as much 
life insurance ‘as it formerly did, but during 
the .gradual financial readjustment which is 
tuking place will be transmuted into dollars 
with a full 1oo-cents’ purchasing power. 

This condition should be given due consider- 
insurance, 


cost, 


ation by every man_ requiring 
whether for the purpose of protecting his de- 
pendents or securing his own declining years 


against adversity. 


New York Life’s Big Men 
The annual meeting of the $2c0,000 Club of 
the New York Life began last week at Saratoga 
attendance. 


Springs with a_ record-breaking 
The membership has grown from 324 in IgI8 to 
726 in 1919 and 8og1 this year. 

The members of the club paid for $212,101,560 
last year, and this year $305,732,537. Sol J. 
Vogel of San Francisco achieved the presidency 
by paying for $2,348,535. 

Charles J. Morris, Chicago, is vice-president, 
representing the central department, with a rec- 
ord of $800,445. The central department has 106 
men in the club, their paid business being $32,- 
566,899. Samuel R, Bentley, West Virginia, is 
the vice-president for the great middle depart- 
ment, with a production of $806,000. This de- 
partment has seventy-seven in the club, with a 


production of $25,562,227. 


The Spirit of ’20 

Under this caption the Missouri State Life 
Bulletin tells the story of the convention of the 
One Hundred Thousand Dollar Club at St. 
Louis on August 9 and 10. This convention 
issue is copiously illustrated, presenting por- 
traits of most of the officers of the company 
and snapshots of various interesting groups and 
scenes during the convention. It also has a pic- 
ture embracing “The Quarter Million Shield 
Bearers of the Missouri State Life.” In this 
issue Vice-President T. F. Lawrence portrays 
the present and future of the company, which 
is undoubtedly brighter now than ever before. 
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As of July 31, 1920, the company reported busi- 
to the amount $ 


force of $270,327,053. 
Pesident M. E. Singleton and his able staff of 
oficers are to be congratulated upon the suc- 
cess which has followed their efforts in behalf 
ot the Missouri State Life. 


ness in 


JAPANESE LIFE BUSINESS FAVORABLE 


Director of Yotchiyo of Tokio Tells of 
Conditions There 

T. Kiyoura, a director of the Yotchiyo Life 
Insurance Company of Tokio, Japan, is passing 
through this country on his way home, after 
having spent several months in Europe. He has 
been making a study of life insurance methods 
on the Continent, with a view to improving the 
efiiciency of his own office. According to his 
own statement, he has had a successful trip, and 
expects to be able to aid his company to an in- 
creased good showing upon his return to Towio. 

The Yotchiyo is one of some forty odd life 
The 
life insurance business has been carried on in 
The Yot- 


chiyo has been organized only eight years, and 


insurance companies operating in Japan. 
that country for about forty years. 


is now the eighth largest company in the islands, 
having now about 10,c09,0co yen in force, and 
writing at the rate of 2,000,000 yen per year. 
Japanese life insurance received an impetus 
from the war similar to that experienced in this 
The peak of the boom passed last year 
and writings are now somewhat smaller. This 
is largely due to financial troubles in Japan, 
which amounted to a small panic. Business, how- 
ever, continues to be much better than in pre- 
war times, and Mr. Kiyoura believes that another 


country. 


year will again find it on the increase. 

Life insurance is conducted in Japan very 
much as in this country, being under government 
restrictions, which are virtually the same as 
those imposed by the New York State law. The 
same agency system is used as in this country, 
and, in fact, the business is practically on the 
same basis as it is in the United States. Poli- 
cies, of course, are not so large as in this coun- 
try. Mr. Kiyoura believed that the largest was 
one of 500,000 yen, which is about $250,000. 
The minimum policies are usually about $1000 
ven, or $500. No industrial business is written, 
although the government is now planning a sys- 
tem of social Business and group 
forms of insurance are written in considerable 
amounts. Mr. Kiyoura hopes that the Yotchiyo 
will in a year or two be writing a large amount 
It does not now attempt 


insurance. 


of business insurance. 
to write group business. 


Association of Life Agency Offiiers 


The annual meeting of the Association of Life 
Agency Officers has been fixed to occur on No- 
vember Io and 11 at the La Salle hotel, Chicago. 
The general theme of the convention will be 
“The Relation of Agents and Agency Methods 
to the Conservation of Business.” There are 
now 102 companies members of the association, 
and a most profitable meeting is anticipated. 
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If IS VITALLY IMPORTANT 


as a salesman of Commercial Accident and Health Dis- 
ability policies that you learn more about Continental In- 
come Protection forms—the forms that sell and stay sold, 
backed by the greatest Accident and Health Insurance 
organization in America. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. Alexander, Pres. 


General Offices: Chicago, U.S. A. 
Canadian Head Offices: Toronto, Ontario 











United States 
Fidelity & Guaranty 


Company 
BALTIMORE, MD. 


Home Office Bldg., Calvert, German and Mercer St 








JOHN R. BLAND, President 








CAPITAL, PAID IN CASH. ...$4,500,000.00 


SURPLUS. qo: 0.0:0:0'0.01010100.4:0.0000000000-000000 00008 $3,979, 763.87 
RESERVES......cccccsscccccccccccccccccececsece 19,527,428.74 $23,507,192.61 


TOTAL CAPITAL, SURPLUS AND RESERVES :--::--++++++++: $28,007,192.61 








Fire Casualty Life 
RE-INSURANCES 


WILLIAM C. SCHEIDE & CO. 


(INCORPORATED) 


HARTFORD, CONN. 











‘THE SIGN OF GOOD CASUALTY INSURANCE 








LIABILITY BURGLARY 
ACCIDENT CREDIT 
HEALTH BOILER . 
AUTOMOBILE LANDLORDS 
TEAMS 4 ELEVATOR 
COMPENSATION SRN GENERAL LIABILITY 
TAN 
Established * 1869 





LONDON GUARANTEE & ACCIDENT CO., Ltd. °cncvSno 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 55 John Street, New York. 

STOKES, PACKARD, HAUGHTON & SMITH, J 
Resident Managers 434 Walnut Street, Philadelphia, Pa. 

ELMER A. LORD & CO., Resident Managers 145 Milk Street, Boston, Mass. 








American Indemnity Company 


Home Office, - Galveston, Texas 
Cash Capital $600,000 - Assets, Over $2,000,000 





This company was examined by the New York Insurance 
Department as of June 30th, 1919. 

The examiners in part stated: 

“RESERVE FOR LOSSES. The company’s estimates 
covering the classes of insurance it writes were found to be very 
conservative and ample provision has been made to meet this 
liability.” 





Responsible Agents Wanted Where not Represented. 














Attention, Insurance Men!” 








A progressive insurance company recently licensed in 
Virginia, and having over 600 prominent stockholders 
throughout the State, has some excellent openings for 
ambitious insurance men who are anxious to secure 
General Agents’ or District Agency contracts. Good 
leads furnished and every assistance given to develop 
territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick 
seller. 
All anseers treated with confidence. 


Address L=438, care of THE SPECTATOR, 
P. 0. Box 1117, New York City, N.Y. 











“GRAND RAPIDS LABEL CO. 


FOR FOLDER 
SHOWING ELABORATE DISPLAY 











‘by western men. 











CAPITAL, $200,000.00 


Originator of the 
**MultipleOption”’ Policy, 
a three-in one contract. 

A good policy for the 


GOOD AGENTS WANTED live wire. 


A company born in the West, 
built for western people, 
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Progressive In Its Ideas 
Conservative In Its Management 





STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 
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FLAWS IN AN AGENT 


Surface Knowledge of the Business and 
Lack of Intense Will to Succeed Will 
Prove Insufficient 


“That every insurance man should know his 
said a veteran 


” 


business, goes without saying, 
insurance man; “but have you noticed what 
a so-called surface knowledge some have about 
their work?” : 

Everyone from the bootblack to the banker 
has goods or something to offer the public, and 
it depends in a great measure how their wares 
are “presented” what the outcome will be. 
The bootblack who appealed to people on 
Saturday to give them a fine “Sunday shine,” 
secured attention by using the word “Sunday.” 
Everyone associates a pleasing appearance 
with the “Sabbath.” The banker who placed 
a blooded cow in the bank corridor, made a 
strong appeal to farmers, also associated live- 
stock with banking interests. 

It is a deplorable fact that some insurance 
men do not seem to make a strong appeal, also 
do not want to become letter perfect. As a 
rule, we find insurance men divided into two 
distinct classes; one, profitable for any com- 
pany to have on its pay roll, the other figuring 
on the expense side of the ledger. One is a 
doer, a man who closes policy after policy; 
the other is a wisher, filled with self-pity and 
excuses. The man who by ability, backed up 
by the stuff that real insurance men are made 
of, gets on the credit side of that important 
book, while the other may simply be carried 
along for awhile as a necessary evil. 

The man who is a good producer has only 
the sky and his own ability as the limit, if there 
is a limit at all. The shiftless employee is 
tolerated till he is told to quit while the pro- 
ducer is welcomed by every company. The 
man who is a good producer is seldom, if ever, 
out of a position. He is sought for and fought 
for, usually he need not seek a position: the 
position seeks him. 

To get down to solid facts, the alert insur- 
ance man cannot count what he did yesterday, 
unless he supplements to-day with renewed 
efforts and tries for a better to-morrow and 
ereater next month, topped off with a banner 
year, This is the way noted men in the calling 
secured their reputation, also their bank ac- 
count, and their companies grew to be national 
institutions. The following is a classification 
of the causes of flaws: 


(a) Imperfect perception. 

(b) Mistakes in observation. 

(c) Prejudice. 

(d) Jumping at conclusions. 

(e) Laziness. 

({) Over-confidence. 

(g) Self pity. 

If you are burdened by any one of the 


“flaws” named above, rid yourself of same and 
buckle down to hard work as soon as you can. 

Recently at a banquet of well-known insur- 
ance men, sat a quiet, retiring middle-aged 
man, noted for his great success in writing five 


figured policies. He was called upon for a 








Life Insurance 





THE SPECTATOR 





speech, arose, and, in a hesitating manner, 
said: 

“Gentlemen, I not know I 
called upon to speak this evening, and, I am 
unprepared to, but will recite a page from my 
early history in the insurance business. 

“Some twenty years ago I came to this coun- 
try, an untutored and unlettered boy. I could 
not speak the language, but was eager. and 
to fact, I that, 
should I be fortunate enough in getting a job, 
I would work so hard and make my ignorance 


did would be 


anxious work—in resolved 


of the language more than balance my knowl- 
edge of the work, no matter what it may be. 

“I eventually secured a position in the office 
of a large company (what was called in those 
days an insurance agency), my duties being to 
sweep the floor and keep the place in order. 
My salary was the small sum of ten dollars 
per month. My board and lodging amounted 
to nine dollars. Every month the soles of my 
shoes, from constant running errands would 
need repairing; this entailed an expense of 
seventy-five cents, and I had left a sum on 
which I could not dissipate. 

“Employed in the same office was a man 
who drew (which was in my eyes the fortune 
of) twenty-five dollars per week, selling in- 
Said he to me: ‘Why do 
You won't get paid any 
more money for it, and I am sure it is not ap- 
It seems he felt sorry for me; but 
I resolved, appreciated or not, I would give 


surance of all kinds. 
you work so hard? 


preciated,’ 


my employer the best that was in me. 

“In the meanwhile, I mastered the language, 
learned the different angles of the business, 
first as ‘agent’ D. M., G. M., and by hagd work 
climbed from my humble start to that of man- 
ager of one of the largest companies in the 
country. Gentlemen, I guess that is all—only, 
the man who advised me to ‘soldier’ on the job 
is still making the same number of dollars a 
week and walking his feet off to do it, also” 
getting no closer to his goal.” With that, the 
took seat amid thunderous ap- 


speaker his 


pause. 


Sidelights on Success 

Remember that day when you failed so dis- 
gracefully—had such splendid prospects, too? 
How those cuss words—or, well! Since then, 
failure to-day means more courage to-morrow 
—a smile, a set jaw! Bully! 

Once when business came with a rush you 
had to send to New York for a fit. Many suc- 
cessful days have shown you a nearby hat store 
where you can easily find your size. How such 
a jewel sparkles! 

Now you can be calm when all about you 
are losing their heads—you can wait ten years 
and not be tired of waiting—you can be lied 
about and not lie back (too busy)—you can 
consort with princes and not get chesty—you 
can interview an obstinate fool as if he were 
your equal—and so on, until you have become 
a brilliant man, admired even by your com- 
petitors. The many finishing touches leaving 
you shining and bright could never have been 
done by any other business half so well. 
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American Life Convention Programme 

Following is the condensed programme of 
the coming meeting of the American Life Con- 
vention at Kansas City: 

WEDNESDAY, SEPTEMBER 22 

Welcome address, with response by Frank 
P. Manly, president Indianapolis Life Insur- 
ance Company. 

Annual address of the president, H. W. 
Johnson, president Central Life, Ottawa, Ill. 
_ “Renewals and Conservation of Business 
from the Standpoint of the Company and from 
the Standpoint of the Agent,” by Archibald A. 
Welch, vice-president Phoenix Mutual Life. 
Hartford. 

“Real Estate and Investments. (1) City 
Property. (2) Farm Property. (3) Method 
of Obtaining Same,” by J. C. Claassen, secre- 
tary Peters Trust Company, Omaha. 

“The Double Indemnity Benefit,” by George 
Graham, vice-president Missouri State Life. 


THURSDAY, SEPTEMBER 23 
“The Fundamentals of the Life Insurance 
Contract,” by B. R. Nueske, president Old 
Colony Life, St. Louis. 
“Value of Special Training for Salesmen,” 
by T. W. Appleby, secretary and agency man- 


ager. Ohio National Life Insurance Com- 
pany, Cincinnati, Ohio. 
“Best Method of Acquainting the Public 


with the Benefits of Life Insurance,” by Em- 
met C. May, president Peoria Life Insurance 
Company, Peoria, Ill. 

“Accident and Health Insurance in Connec- 
tion with the Life Policy,” by H. G. Scott, vice- 
president and secretary Reliance Life Insur- 
ance Company, Pittsburgh, Pa. 

FRIDAY, SEPTEMBER 24 

“Co-Insurance and Reinsurance of Excess 
Risks,” by N. J. Frey, secretary Wisconsin Life 
Insurance Company, Madison, Wis. 

Business session ; election of officers. 


Capital, Labor and the Fire Perjl 
Discussing the question of the relations of 
labor and capital to the fire peril, the editor of 
the Brickmaker, Mason and Plasterer holds 
that labor risks its life when working under 
for this reason 
should insist that prémises be made as safe 


hazardous conditions and 
as possible. 

He points out that labor itself furnishes one 
of the chief causes of industrial fires, as the 
ignorant or careless workman is a hazard to 
his fellows as well as to the plant in which he 
is employed, 
fact that industrial fires 
are more frequent than 
Not only do they make 


He emphasizes the 
in the United States 
is generally realized. 
up the largest portion of the total fire loss, 
since the average industrial fire will outweigh 
in damage several fires in dwellings, but they 
also include a large aggregate total of fatali- 


ties. The question of industrial fire peril, he 
holds, thus becomes of vital importance to 
labor. 


It is further pointed out that the manufac- 
turer must not consider solely the financial 
aspect of the industrial fire as it is more im- 
portant that he realize to what a great extent 
the lives of his workmen are dependent upon 
his care and oversight. Even where the fire 
dangers are obvious they should be impressed 
upon the workmen, 
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“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 


1819 - 1920 


O)atems elbbstehaccmr-belem@)elomm Go-bas 
of Service 


Losses Paid over $183,000,000 








ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E. KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 



































_JINTERNATIONAT 55 $100,000,000 
weer tt.” INTERNATIONAL LIFE 


INTERNATIONAL LIFE PUTS 
MORE THAN THREE YEARS’ 
GROWTHUNTO ONE YEAR 
BY INCREASING INSUR- 
ANCE IN FORCE ABOUT 
334%% DURIN@ 1919 


Closing the calendar year of 1919 with 
insurance in force $101,967,853.00 
($100,437,000 on paid for basis) as com- 
pared with about $77,000,000 of insurance 
in force December 31, 1918, the Interna- 
tional Life has disclosed by its tenth 
annual statement that it has become a 
one hundred milljon dollar company in 
about ten years by increasing its outstand- 
ing insurance by about thirty-three and 
one-third per cent. in one year. 


Home Office 


COMPARATIVE STATEMENT OF GAINS 
Dec. 31,1919 Dec. 31, 1918 Gain Per cent. 


Total  Insur- 
ance in Force$101,967,853.00 $77,042,499.00 $24,925,354.00 32 per cent 


Total Admitted 


Assets... 13,261,727.40 11,593,728.40  1,667,999.00 14 per cent 
Total Premium 
Income.... 3,414,125.21 2,655,494.37 758,630.84 28 per cent 


Reserve for 
Policyholders 11,801,265.46 10,233,325.43 1,567,940.03 15 per cent 


Surplus to Pol- 
ouaiaene.. - 776,875.10 652,605.99 124,273.11 19 per cent 
Progressive management coupled with an attractive group of policy con- 
tracts gives to prospective policyholders and to agents a great opportunity 
to grow up with and enjoy the benefits of a ‘‘Company of Today With 
Methods of Tomorrow.” 


INTERNATIONAL LIFE OF ST. LOUIS 


A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident .only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL. 























Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 


circulation. 








THE FARMER, the merchant, the manufacturer need and are © 


buying more insurance. 
SOME CHOICE TERRITORY in Texas and Arkansas for 
Field Supervisors who can produce business and instruct Agents. 
Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 


H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 














The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy 
contracts from age 3 months next birthday to 60 years. 

INDUSTRIAL POLICIES are in full immediate 
benefit from date of issue and are up-to-date in every 
respect. 


ORDINARY POLICIES contain a_ valuable 
TOTAL AND PERMANENT _ DISABILITY 
Clause and DOUBLE INDEMNITY features and 


are guaranteed by State endorsement. 








A Home Life policy brings peace of 
mind to the man who loves his family. 











P. J. CUNNINGHAM. Vice-Pres. 
JOHN J. GALLAGHER, Treas. 


Philadelphia, Pa. 


BASIL S. WALSH. President 
JOSEPH L. DURKIN, Secretary 


Independence Square 
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CONNECTICUT MUTUAL MEETING 


Series of Sectional Meetings for High 
Producers 

The Connecticut Mutual Life of Hartford, 
Conn., is holding sectional meetings for its 
igh producing agents. The $100,000 and 
$200,000 clubs will hold five joint meetings this 
month in different parts of the country. The 
first of these meetings was held in the Hotel 
Commodore Friday and Saturday of last 
week. Meetings will follow at Baltimore on 
September 7-8; Cincinnati, September 10-11; 
Kansas City, September 14-15; San Francisco, 
September 21-22, 

The programme for each of the meetings is 
very similar and follows the trend of all sales- 
men’s meetings nowadays. The talk and dis- 
cussions were all scheduled with a thought to 
the pyschologic and educational features of 
salesmanship. 

By thus holding several meetings the Con- 
necticut Mutual hoped to secure a more fra- 
ternal spirit among the men and to give them 
more of a chance to talk over their individual 
problems. The attendance at the Hotel Com- 
modore in New York was about 100 agents 
and the same number is expected to be present 
at all the other meetings, excepting the San 
Francisco one, which will necessarily be some- 


what smaller. 

Addresses in the programme included two 
by Vice-President James L. Loomis, the first 
an address of welcome, the other one on tax- 
ation. H. H. Steiner, superintendent of 
agencies, is also booked for an address at each 
meeting as is also H. F. Gray, the assistant 
superintendent. 


To Amend Law on Fraternals in Kansas 


Frank L. Travis, Kansas Insurance Commis- 
sioner, is planning to ask the next legislature 
for three amendments to the laws on fraternal 
insurance. Considerable complaints have been 
made relative to changes in rates, mergers and 
activities of officers of certain fraternals both 
resident in Kansas and in other States but op- 
erating in Kansas. The amendments will ap- 
ply to all fraternal insurance associations 
whether in Kansas or operating in the State. 

One of the amendments will prohibit any 
salaried officer of any fraternal association 
from being a delegate to any State or national 
convention of the order. The Insurance De- 
partment feels that it is too easy for the officers 
to hand-pick the delegates to conventions and 
that the general membership of the organiza- 
tion does not get a fair deal in handling the 
business of the association. 

Another law will prohibit any fraternal or- 
fanization officer being paid a fee in the merg- 
ing of associations. Some facts relative to 
enormous fees being paid to officers for effect- 
ing a merger have been filed with the depart- 
Ment. In some cases mergers have failed to 
go through because of refusal to pay these 
fees, 

The third proposed amendment will give the 
Insurance Department authority to inquire into 
the necessity for increasing the rates of fra- 


ternal companies and will authorize the de- 


partment to disapprove proposed changes in 
rates and rating. This proposal grows out of 
the increase in rates by the Fraternal Aid 
Union. \The department is receiving com- 
plaints by the hundred, particularly from the 
older members of the order who see their insur- 
slipping in their old age after paying for it 
tor many years. 





South Eastern Life of Greenville, S. C. 


The South Eastern Life of Greenville, S. 
C., has been doing some good growing in the 
last few months, and is now writing business 
at about three times the rate that it was two 
years ago. The business paid for at the end 
of seven months of this year was nearly one- 
half million dollars ahead of the same date in 
1919, the net gain in business in force (over 
three million) being more than for any entire 
year except last year. 

When the Government called for assistance 
in financing the war, the South Eastern was 
among the first in its State to subscribe, and 
invested over $300,000 in Liberty Bonds, being 
nearly double the amount apportioned it. 

The agency force, under the supervision of 
C. W. Estes, vice-president and superintendent 
of agencies, has been materially strengthened 
and some large producers are being developed. 
In addition to the large business secured from 
South Carolina, the company is now getting 
a good start in North Carolina, and it is pos- 
sible that a third State will be entered before 
the end of the year. 

The agency meetings of the company in the 
future will be confined to members of the 
Hundred Thousand Dollar Club, and it is 
planned to have the next meeting, January, 
1921, at some attractive point in Florida. Fol- 
lowing a custom adopted two years ago, a few 
big leaders of the company are given a trip 
to the convention of the National Association 
of Life Underwriters. The meeting this year 
is to be held in Boston. It is apparent that 
about six men will qualify. 


Kansas Taxation Statistics 


The Kansas Insurance Department has col- 
lected $760,916 in fees and taxes thus far dur- 
ing 1920. There is considerably more than 
$100,000 in fees tied up in litigation over the 
payment of the tax on reinsurance premiums. 
If the State wins this lawsuit the additional 
receipts and the probable collections for 
license, admittance fees and other taxes yet 
to be collected may put the total for the year 
close to the million mark. The collections for 
the first six months of the present year ex- 
ceeded the entire collections of 1919 by over 
$200,000. The total appropriations for the 
department are $40,700, which also includes 
the appropriation for the fire rating bureau. 

There have been 37,122 licenses for agents 
issued by the department this year, 5000 more 
than in any previous year. There will be sev- 
eral hundred additional licenses issued during 
the remaining five months of the year. All 
licenses expire February 28, 1921. 
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Group Life Insurance Rates 


The Continental Life Insurance Company of 
Wilmington, Del., has entered the field of 
group life insurance and will issue policies 
on the non-participating one year renewable 
term plan. Policies will be issued on groups 
of fifty and more, with a minimum age of 
fifteen years; a minimum amount on one life 
of $500 and a maximum of $3000. 

At the termination of the employment of 
any individual, thus terminating the insurance, 
a policy may be issued on the whole life or 
endowment plan at the attained age, within 
thirty days, upon the written consent of the 
employer and written application from the in- 
dividual, 

In event of permanent total disability before 
age of sixty, the company will pay an amount 
equal to the sum insured, in one sum or in in- 
stalments, at the option of the employer, pro- 
vided such disability shall have existed con- 
tinuously for at least six months. 

The rates per thousand of insurance on the 
least hazardous risks follow for quinquennial 


ages: 

AGE RATE AcE Rate Ace Rate 
15 $5.47 35 $ 6.76 55 $19.87 
20 5.87 40 7.85 60 29.39 
25 6.27 45 10.02 65 43.83 
30 6.43 50 ~—:13.78 70 =: 05.34 


These rates will be guaranteed for five years, 
but a flat extra premium for each thousand of 
insurance will be added for the most hazardous 
industries. 


Columbus Mutual Agents Meet 
The agency association of the Columbus. Mu- 
tual Life of Columbus, Ohio, held a fine annual 
meeting recently at the home office and Buck- 
eye Lake. The exchange of views and experi- 
ences was very interesting and promises to yield 
future profit to the participants. 


Conflict of Names in Colorado 

The Pacific Jurisdiction, Woodmen of the 
World, has brought suit at Denver against the 
Sovereign jurisdiction. Woodmen of the World, 
to require the latter to cease doing business in 
Colorado, on account of the conflict of names. 
The latter order was recently licensed in Colo- 
rado. 


Actuaries to Meet at Richmond 
The Actuarial Society of America will hold 
its fall meeting on Thursday and Friday, Oc- 
tober 28 and 29 at Richmond, Va., at the invi- 
tation of the Life Insurance Company of Vir- 
ginia. The usual dinner will be held on the 
first evening. 


Journals Consolidate 


Tt is announced that the Life Insurance Inde- 
pendent of New York and the Insurance Sales- 
man of Indianapolis have consolidated. N. H. 
Weed, former publisher of the Independent, will 
be the business manager of the Insurance Sales- 
man and Rough Notes. 
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GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 
Two good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 


. Address West Virginia, care of THe SpkCTATOR, 
P. O. Box 1117, New York City, N. Y. 











Dayton Mutual Fire Insurance Co. 


Dayton, Ohio 
B. C. COLEMAN, Secretary 


Assets $102,806.64 
Conservative and Careful Management 


AGENTS WANTED 


Address Home Office. 














MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 
MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


THE TERRITORY. 


DANIEL BOONE; President DANIEL BOONE, Jr.; Secretary 


GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 


The Conservative Texas Company 














1867 THE 1920 
EQUITABLE LIFE INSURANCE COMPANY 
OF IOWA 


$57,328,209.86 


New Business Paid for 1919................. 
$29,996,822.32 


New Business Paid for 1918................. 

1A AN aig seco ve Sata wesw a fs Said Gp-Siw ors w wee iw 0 we NG TOO TEE 
Insurance in Force December 31, 1919. .... .. $206,553,404.00 
Gain in One Year............-..0eeeeee++++ $46,985,312.89 





For Information Address 


Home Office, Des Moines. 














nsurance Company 


OF DES MOINES,IOWA. 


JAS. H. JAMISON, President 


NEW and up to date policy contracts. REAL SERVICE to Policy- 

holders and Agents. NOT SO BIG to lose sight of individual Agents, 

and big enough to serve its Agency and Policyholders satisfactorily. 

peters GOOD territory in IOWA and SOUTH DAKOTA open for 
gents. 

















Large 


ATTRACTIVE POLICY CONTRACTS 


JEFFERSON STANDARD LIFE INSURANCE CO. 


HOME OFFICE, GREENSBORO, NORTH CAROLINA 


Insurance in Force Over 


Strong 


$118,000,000.00 


Progressive 
FINE TERRITORY 














W. E. SMALL, President 





When Insured in Georgia Casualty Company 


You Are ~~ —_— O, ss Everyone Is 


Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 


E. P. AMERINE, Secretary 
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HEALTH AND ACCIDENT CONFERENCE 





Annual Meeting, Held This Year in Chicago, Marked by Several Important 
Addresses 


P. M. ESTES ON INIQUITIES OF TAXATION 





H. B. Hawley. President of the Great Western Accident, Urges Organization to Start 
on Collection and Study of Health Insurance Statistics 


(Special Dispatch to THE SPECTATOR) 

Cuicaco, Sept. 8—The annual meeting of the 
Health and Accident Underwriters Conference 
opened at 11 A. M. yesterday at the Hotel 
La Salle, with an exceptionally full attendance 
for the first day. After calling the meeting to 
order, President Isaac Miller Hamilton called 
upon Vice-President C. O. Pauley to preside 
during the delivery of the’ president’s address. 

Mr. Hamilton took for his topic “Our Con- 
ference; Its Past, Present and Future.” 

After reviewing the accomplishments of the 
conference, and touching particularly upon the 
amicable relationship maintained between the 
mutual and stock companies, and also upon the 
effective work accomplished by the manual com- 
mittee, the Manual now being used by more 
than one hundred companies, he proceeded to 
discuss the possibilities of the future, believing 
them large because of the certainty of an ever- 
increasing demand for health and accident in- 
surance. Mr. Hamilton referred to the results 
which might be obtained from co-operation, both 
good and bad, and ended by recommending that 
the executive committee be given power to col- 
laborate with similar committees of other in- 
surance organizations. 

At the close of his address a committee was 
appointed to discuss all the addresses to be de- 
livered at the convention, and to recommend ac- 
tion at a future business session. 

W. G. Curtis, president of the National 
Casualty of Detroit, representing also the In- 
surance Economic Society, talked interestingly 
upon the dangers of compulsory health insur- 
ance under the title of “Yesterday and To-mor- 
rcw.” He strongly recommended a strengthen- 
ing of the Insurance Economic Society to fight 
this danger and the expansion of the conference 
so as to include a health conservation pro- 
gramme similar to the fire conservation work 
of the National Board. 

After a buffet luncheon, served in the con- 
vention hall at 1 o'clock, the afternoon was 
devoted to mutual interests. C. O. Pauley, act- 
ing as chairman, recommended that the confer- 
ence issue a bulletin to the policyholders of its 
members with the idea of health conservation, 
and this recommendation was heartily supported, 
though that the plan would encounter serious 
difficulties was conceded. The afternoon was 
largely occupied by discussion of this and other 
important matters. 

The Wednesday’s session was marked by a 
number of important addresses. 


Price Not Boostep; SERVICE NOT LOWERED 


P. M. Estes, general counsel of the Life and 
Casualty Insurance Company-of Tennessee, in 


an address entitled “The Obvious Thing” paid 
the following deserved compliment to the in- 
surance business: 


It is the only business that since the beginning of 
the Germanic war has not sought an alibi. It has 
not raised the price of its product; it has not lowered 
its service. It has suffered two extreme epidemics. 
It has incurred disgracefully heavy taxation; it has 
experienced competition from the United States Gov- 
ernment. But at no time has it sought to make ex- 
cuses, nor has the occasion existed. The reason for 
this phenomenal record is that the insurance business 
is founded on the bedrock of honest, scientific man- 
agement. Its rates, its earnings, its assets, its man- 
agement are matters of public record. Nothing is 
concealed. There is nothing to conceal. It is re- 
markable that public recognition has not been ac- 
corded this striking fact, an omission that can only 
be accounted for by the modest failure of our com- 
pany’s officials to challenge attention to the phe- 
nomenon, 

Insurance is the only standard business that pays 
a capital stock tax, a normal income tax, an excess 
profit tax and an occupation tax. And we are the 
only business of any character in which it is ex- 
pressly provided that we cannot pass on our occupa- 
tion tax to the consumer. 

The companies, Mr. Estes added, should not 
cease to insist that these objectionable taxes 
be repealed, there being no excuse for op- 
pression and extortion in the taxation of legiti- 
mate enterprise. Mr. Estes also advocated the 
teaching of the principles of insurance by 
means of school readers as is done already 
with regard to the courts and their operation, 
sanitation, etc., adding: 

It would be very easy in the space of a few pages 
to set out in simple language the fundamental 
principles of insurance so that in time these would 
become a part ot the knowledge of our entire popula- 
tion. There will not be one of these children who 
will not have some need for this knowledge, and an 
opportunity to apply it, for everyone in some way 
will come in contact with a fire, accident or life in- 
surance policy. Thus our entire population, even our 
judges and legislators, would come to know that in- 
surance was solely for the purpose of indemnity and 
never for speculation or profit 


CASE FOR THE MUTUALS 

E. J. Faulkner, first vice-president and su- 
perintendent of agencies Woodmen Accident 
Company, Lincoln, Neb., in an address on 
Mutual Health and Accident companies, gave 
his idea of the purpose of such companies, 
this being to provide the greatest indemnity 
possible to the largest number at the least 
cost. He enumerated as follows the principal 
reasons why the mutual plan is of advantage 
to the insured: 


1. All incentive to reject, cut down, quibble over, 
or compromise claims in order to make a profit is 
lacking. 

2. Considerable saving in cost is possible owing 
to the more favorable laws with reference to taxa- 
tion. 

3. Most mutual companies being limited to cer- 
tain defined risks have, therefore, a less complicated 
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working plan and are able to make considerable 
saving in overhead. 

$. Mutual companies usually follow one well- 
defined method of doing business with a limited num- 
ber of policy forms, and do not, as a rule, indulge 
in costly experiments. For example, my company 
has never issued a policy with a double indemnity 
clause for railroad wreck, hotel fire, etc., nor has it 
in its thirty-years’ experience indulged in frills. 

Mr. Faulkner conceded that the double in- 
demnity proposition was a good talking point, 
but indicated his belief that it had proved a 
rather costly advertisement, adding: 

I am inclined to believe that if the sums 
which have been paid for losses of this char- 
acter had been equally distributed by way of 
larger weekly indemnities it would have been 
more equitable to the policyholders and, in- 
cidentally, more profitable to the company. 

It has keen my observation that salesmen are 
apt to over-sell policies which are liberally 
provided with frills. The beneficiary insur- 
ance clause seems to be particularly a trouble- 
breeder. I have been reliably informed that 
in one case twelve members of a family made 
claim under one policy, due to this well adver- 
tised frill. 

I read in a recent issue of a well known in- 
surance publication that “mutual concerns are 
permitted by law to accumulate a surplus, but 
if they do so they must accumulate it out of 
profits withheld from the members so that the 
members are after all furnishing capital and 
surplus, the cost of which, it is claimed, is 
eliminated.” If this statement is true, then 
all earnings of stock companies, aside from 
the interest from its invested capital, are also 
accumulated out of profits withheld from the 
policyholders. 

The publication from which the above quo- 
tation is taken is making a strong fight for the 
preservation of the American agency system, 
a worthy cause and against which there can 
be no argument, but I question the necessity 
of making such a fight. Any plan of insurance 
that is successful, safe and sound has a place 
and should be encouraged. If an institution 
can successfully conduct its business as a num- 
her of traveling men’s associations in this 
country are doing, they should be permitted to 
carry on the good work whether or not the 
agent is a factor in the business and, of course, 
as a corollary to that proposition, all concerns 
which are not conducting their business along 
sound principles should have the search light 
of unbiased criticism thrown on them to the 
end that they may reform, or the officials hav- 
ing the supervision of insurance take them in 
charge. 

Qvotrs Epson S. Lort 

Mr. Faulkner concluded his address by 
quoting some words of Edson S., Lott, presi- 
dent of the United States Casualty Company, 
delivered twenty-two years ago: 

The field of accident insurance is as wide as 
the civilized world, but it is only cultivated in 
patches. Let us, therefore, never forget that 
there is room for all of the companies now in 
existence and space for more tocome. * * * 
“Live and let live’ should be the prevailing 
rule of conduct. For every accident insurance 
company that is properly equipped and well 
conducted the world is amply able and willing 
to furnish a handsome subsistence. 

Mr. Faulkner endorsed this conclusion as 
quite as true to-day as it was in 1898 and urged 
his hearers to forget competition and to per- 
fect, each in his own way, his wares. 


CoNSTRUCTIVE RECOMMENDATIONS 
“Keeping up with the Procession” was the 
title of the address delivered by H. B. Hawley, 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


JANUARY, I, 1919 


Reserve for Unearned Premiums................0ee0e000- $996,557.81 

SRS ESE MELEBND och ia dacrsiatoieieie eno aisie Wu's is Ris wine elaleloiees 242,981.13 

eed a eae wie al $250,000.00 

DIE PIIINMIID Sc viG os alec nie eichibicie Sis 6s oes eto 956,350,28 

Surplus to Policyholders ...........cccccccccceees 1,206,350.28 
PUR BOMB inn cniceccci ck $2,445,889.22 


WM. H. PALMER, President W. H. McCARTHY, Secretary 


National Liberty 
Jusurance Company of America 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859. 
Statement, January 1, 1920. 
ee | mE 








’ 


PAGS RIBS oo: crc oscieicicushs sono h eleines os le ois @are wine wie eee OR LON 
Liabilities including Capital................... 7,638,598 .39 
ee EO eee rmrre 8 
Surplus to Policy Holders....... ....e.-. 4,109,647 .98 


HEAD OFFICE: 
709-717 Sixth Avenue, Cor. 41st Street, New York. 




















A FEDERAL INSTITUTION 


The Masonic Mutual 
Life Association 


OF THE DISTRICT OF COLUMBIA 
Chartered by Special Act of Congress March 3, 1869 


f the Old Line. Surrender Values, and Special 
are aaron Fraternal. Advantages not found e isewhere, 


Select work, with big returns to high class representatives. For terms and territory 
write to 
WM. MONTGOMERY, President and General Manager 
1621 H Street, N. W. Washington, D. C, 
Reauired by the laws of the United States to maintain the legal reserve on every policy. 











North American Fire Ins. Co. 


of Des Moines, Iowa 


Assets, $796,357.76 


' Lines Written: 
», Fire, Tornado, Hail 


O. P. ODE, President 
JOHN PETERSON, Secretary 
W. G. HODGE, Asst. Secretary 


ARNOT CLAN Eig 3 































GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 
All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 














1857——=The Oldest Life Iasurance Company in the West=—1920 


St. Louis Mutual Life 
Insurance Company 
ST. LOUIS, MO. 
Its splendid record makes its Liberal and Up-to-date Life and 
Endowment Policies easy to sell. ¢ 


Live Agents Wanted in Unoccupied Territory 
Address inquiries to the Home Office, St. Louis, Mo. 








* EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in 
the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. : 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Thos. F. Daly, President DENVER, COLORADO 














THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assets—Largest yearly production of any Kansas 
life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 
WICHITA, KANSAS 





Home Offices, 





COMPANY 


Incorporated 1851 


ESTERN ASSURANCE 
OF TORONTO 


FIRE, AUTOMOBILE, EXPLOSION—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE — 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1920 


EE Aske CL nner Noe ee Ake Means ance OE CEME $4,973,932.20 
SURPLUS IN UNITED STATES...............00- $1,900,899.73 


TOTAL LOSSES PAID IN UNITED STATES FROM 
BOPG TO THIS TCLUSIVE. occ ncsccccccvccccs $45,676,033.35 














IN KANSAS 


F. P. Netzger, Sec. 


AMERICAN HOME LIFE INSURANCE CO., 


TOPEKA, KANSAS. 


F. S. Jackson, Pres. 


District Managers and good producers wanted. 








Address—F, P. METZGER, Agency Director. 
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president of the Great Western Accident of 
Des Moines. Praising the Health and Acci- 
dent Underwriters Conference as an organiza- 
tion that “does things,” instancing its work 
both in securing co-operation in the monthly 
health and accident business and in drawing 
up and securing ‘the acceptance of a rigid 
code of ethics, Mr. Hawley urged that the 
organization “start on the collection and study 


of health insurance statistics,” adding: 

It is a long and difficult job, and perhaps the most 
important work that this organization has ever had to 
do. But it is time to begin. Actuaries and other 
students are doing some of the work, but the extent 
of their data and experience is limited and necessarily 
more or less misleading. What we need to do is to 
get this data ready from our combined experience 
and in due time have it handled and brought up to 
date through a proper committee that will employ 
some experé or experts prepared to do such work. 
Our company is installing the necessary machinery to 
get the proper data to work with. President Hamil- 
ton advises me that he too is about to install such 
machinery for his company. No doubt others either 
have or are getting ready to do the same thing. The 
health branch of our business is conceded to be the 
most difficult, but no doubt is the most important part 
of our work to handle intelligently. I do not appre- 
hend, therefore, that this Conference will need any 
arguments to prove the use and the necessity of sta- 
tistics for a good working knowledge of health in- 
surance. 


Just as the leading activities of fire com- 
panies comprise fire prevention and casualty 
companies are specializing to an ever-increas- 
ing degree in accident prevention, so health 
insurance companies, Mr: Hawley urged, 
should take a leading part in health conserva- 
tion propaganda on hygiene, sanitation and 





MORE. | 


than a mere promise to 
pay in the event of loss 


REINSURANCE 


is a pledge of co=opera- 
tion. 


We help solve a surpris- 
ing number of problems 
for our REINSURED, 
as a part of the SERVICE 





EMPLOYERS 
INDEMNITY 
CORPORATION 


Kansas City 


CHICAGO 
Insurance Exchange 


NEW YORK 
35 Nassaw Street 














public welfare generally. He outlined some 
means of accomplishing this. 


History oF HeEAttH INSURANCE 


The past and future of the health and acci- 
dent business was the subject of a talk by 
C. F. E. Peterson, agency manager, Merchants 
Life and Casualty, Minneapolis. It was be- 
tween 1845 and 1850, Mr. Peterson pointed out, 
that health insurance began to attract atten- 
tion. The first American company to write 
health insurance was the Eagle Life and 
Health of Jersey City, N. J., in 1847 and this 
company charged a premium based on age. 
Numerous companies were chartered during 
the ensuing fifty years, but all met with failure. 
Not a single one survived. Continuing, Mr. 
Peterson said: 

The Prudential Friendly Society, from which the 
Prudential Insurance Company of: to-day developed, 
began as a health insurance society about 1874, and 
in 1877 abandoned the health and switched to life 
for the reason that health insurance did not pay, 
owing to the frauds practiced by policyholders. 

From 1847 to 1897 can be regarded as the first 
period of health insurance, and it was characterized 
by failures. The second period began with 1898, and 
the Fidelity and Casualty Company of New York is 
credited with being the first stock accident company 
to issue a definite policy, and in its policies, instead 
of restrictions on diseases, such as we have now, 
were limited, its policies only paid for diseases 
enumerated (fifteen in number), including  bron- 
chitis. The Travelers also began issuing such a 
poliey, and at the age 40 the premium rate was 
$10.40 for each $5 of weekly indemnity in preferred 
classes, but after about 9000 policies were sold the 
companies found that 37.85 per cent of the claims 
were for bronchities, so that disease was eliminated 
and seven rarer diseases added to make up for the 
loss. From this beginning about twenty-two years 
ago has developed the health and accident business of 
to-day. 

Some of the newer and less-experienced companies 
of to-day are insisting on throwing in for good meas- 
ure funeral benefits, insurance of beneficiaries and 
children; double indemnity if injured while driving 
your own car going due west. Some agree to refund 
all your premium if you continue for ten or more 
years to be a policyholder never in arrears and never 
having had a claim. Policies of this sort give the 
agent a chance to misrepresent or the policyholder 
a chance to misinterpret the cleverly drawn clauses 
of the policy and has brought companies and agents 
into disrepute and has discredited and injured the 
business to such an extent that it has been hard in 
some communities to convince the inhabitants that 
health insurance salesmen were not in a class with 
lightning rod agents of the past. 


Dirricutt PEeriop AHEAD 


The health and accident insurance business has 
been going through a transitory period. Its future 
will not be brilliant, if judged by past experiences, 
and it is going to mean good, hard, efficient and 
honest co-operation to bring this line of business up 
to the standard where it justly belongs. We must 
lay aside selfish interests and questionable competition 
and get down to “brass tacks,” as it were, if we are 
not only to survive, but to prosper and progress as we 
must. 

Health and accident insurance as a business must 
be standardized, as have other kindred lines. This 
can only be done by arriving at accurate costs and 
fixing definite values to such insuring clause of the 
policy, by adopting somewhat uniform policies, sim- 
plified and in plain English, and by charging a fair 
value for the policy and paying somewhat uniform 
commissions. I do not feel competent to say to you 
that a policy of health and accident insurance should 
be simplified to the extent of simply “a promise to 
pay so much per week in case of sickness or accident 
for so much premium” without any other qualifica- 
tions, because we have to-day no accurate bases of 
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measuring the value of such a contract and few of 
us would care to be pioneer in such a venture. 

It is, however, my prediction that unless we our- 
selves give early attention to a simplifying of our 
present policies it will be done by law, and perhaps 
not nearly so satisfactorily as we might ourselves do 
it if early thought and study is given the subject by 
experienced committees within our own organizations. 

There is a public demand for health and accident 
insurance, but the kind of policy that the public de- 
mands has not been offered. The kind of a policy 
wanted is one covering all kinds of disability, a 
policy offering real protection without qualifications, 
and it may be that we will in time be forced to issue 
a non-cancellable policy. The fact is the public is 
getting tired of the restricted, limited and gambling 
policies. They want a plain policy, indemnifying as 
to loss. We surely are headed toward policy refor- 
mation, and this can be accomplished best by joint 
action of health and accident companies working 
through national organization. 

Much of the sentiment in favor of State insurance 
is created by dissatisfaction with our present methods 
of doing business and by its abuses, and this the 
political demagogue is quick to see and ready and 
willing to capitalize for his own political benefit. 


VaLve or ADVERTISING 


I am a great believer in institutional advertising 
and believe it will be decidedly to the advantage 
of all companies to contribute jointly to a general 
fund to be used in advertising health and accident 
insurance as an institution, in other words, put on 
an educational campaign for the benefit of the 
entire public, and you will find it will create a 
sentiment that will be of great value to the business 
in general. Advertising is salesmanship, and _sales- 
manship is advertising. 
every 


Every ad. is a salesman and 
salesman is an ad. Advertising creates the 
atmosphere of business and paves the way for the 
salesman who follows and gets the business. 

The close relationship between the two is most 
noticed when you get down to the bedrock and find 
out what the foundation of all business is. Adver- 
tising and publicity are the greatest builders of con- 
fidence known to the business man. Big advertising 
creates a big impression. It makes the public familiar 
with the institution advertising and its business and 
creates a demand which will repeat and 
the proposition has merit. 

Don’t you think that the advertising carried on for 
years by the big life insurance companies in maga- 
zines, while individual, has been cumulative, and 
that as a result their path has been easier? Why 
not so in health and accident insurance? The word 
“‘non-cancellable’” as applied to health and accident 
insurance was unknown but a few months ago. To- 
day it is on the lips of thousands of prospects for 
health and accident insurance. Why? Advertising. 

Salesmanship is nothing more than making the 
other fellow feel as you do about your proposition. 
Advertising and salesmanship form the connecting 
link and always will be between the invention and 
use of the article. The best invention the world 
has ever seen would be worthless if the man had not 
told anybody else about it; if he had not alvertised 
and given the widest publicity to his invention. So 
I say advertising and salesmanship have pushed this 
world ahead faster than anything else, and it will 
continue to do so for ages to come. 

Why not, then, recognize this truth, and in order 
to preserve the health and accident business for the 
future, get together on definite plans for policy 
reformation before it is too late, and by effective ad- 
vertising create a demand in every household for our 
insurance? It can be done, and it will permanently 
establish health and accident insurance as a necessary 
economic institution. 


increase if 


Kaufman Agency Buys New Building 

The Harry S. Kaufman Insurance Agency 
announces the purchase of a building, 314 
Camp street, New Orleans, now occupied by a 
department of the “Times-Picayune”; it is an 
ornamental granite structure, erected by the 
Colonial Bank, formerly occupied by that in- 
stitution, 
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Insurance Co. since Jan. Ist. It seems to me that we should } hazai 
buy insurance to get rid of our liability,-not pay a premium es! ~ 
to retain our liability and assume the liabilities of others y 
as well. Our account with this Blank Mutual looks about like suits 
this to me: ; : by th 
; The | 
CR : 
” Th 
To'Loss of the advise and services Lower cost from : ; perce 
of our Insurance Man. dividend (promised) : ; minin 
8 mum 
Loss of time of.various of our P $30,0¢ 
employes who now attend to a res) 
details formerly handled by our . : : one p 
Insurance Man and the Insurance dent, 
Company + ; : flying 
Loss of the valuable aid and : 
service which a highly developed ; 


organization can furnish us in 

preventing accidents and losses. C 
(Incidentally, I believe that to ee 

be the soundest way to reduce : C 
our insurance cost.) £3" ; 


Loss of customers in the insurance 
business who probably prefer to 
buy goods manufactured or sold by 
their clients. 


Loss of ability to fix our annual 
insurance cost, due to the Mutual 
assessment feature and to other 
risks unknown to us that are in 
the Mutual Co. 


I see no hope that this account will ever be squared up. While 
I understand that the Mutual policy limits our assessment to 
double our premium, I have seen Court decisions holding a | 
financially sound members of an insolvent Mutual responsible j : d 
until all claims were paid. I think we had better get out of 
the insurance business, and I suggest that as soon as 
possible you get our insurance into some good Stock Insurance 
Company through an Insurance Man who will give us service: 


IAB 
es 


UP 
WE 
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“Tue PresIDENT’s MEMORANDUM” 
Presenting the views of the chief executive of an industrial concern regarding the character of its workmen's com- 





pensation and automobile liability insurance protection. 
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September 9, 1920 
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WRITES AERIAL LIABILITY 


Travelers Announces Extension of 
Activities into New Field 


About a year ago, the Travelers Insurance 
Company, recognizing that the airplane was 
more than a toy and had a real future in the 
commercial world, stepped into the flying field 
as the first American insurance company to 
write public liability, property damage, com- 
pensation and personal accident insurance on 
aircraft and flyers. Now the Travelers has 
made another step forward, which is nearly 
as important as the one which brought it into 
the aerial world. It has entered the field as 
the first American company to write aircraft 


Its 


liability insurance covering the passenger 
hazard. That is, it stands ready to protect 
any aerial transportation company against 


suits. which. may arise from. injuries sustained 
by the: public while riding on their machines. 
The Travelers’ statement says: 

The rate for this insurance is based upon a 
percentage of the passenger earnings with a 
minimum sum per passenger trip. The maxi- 
mum limits that will be written are $10,000- 
$30,000—that is; the Travelers will not accept 
a responsibility of more than $10,000 on any 
one person killed or injured in any one acci- 
dent, or $30,000 on any two or more. Stunt 
flying is at all times prohibited under the con- 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


———- 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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tract, and passenger hazard insurance will not 
he written on any machine that does not carry 
Travelers property damage insurance and also 
compensation when the employer comes under 
that law. 

One of the big obstacles that has blocked the 
advance of commercial passenger aerial transit 
has been the fact that the company that under- 
took to carry passengers could not afford to 
make itself responsible in case the machine 
should be wrecked and the occupants injured. 
So usually they insisted before taking a pas- 
senger into the air that he should distinctly 
understand that he was going up entirely at his 
own risk—and should anything happen to him, 
neither he nor his heirs had any right to sue 
the company for damages. 

This could not help but discourage com- 
mercial passenger flying. It had a_ bad 
psychological effect on the prospective passen- 
ger. It made him feel that he was doing some- 
thing decidedly dangerous if the company that 
took him up was afraid to take any risk in the 


matter. It discouraged passengers from fly- 
ing. Now that the Travelers is issuing this 


form of coverage, the owners of flying ma- 
chines will be able to be responsible to their 
passengers in case of an accident. The mere 
fact that the public will no longer fly as 
passengers in commercial machines “at their 
own risk” will give them far greater confidence 
in that method of traveling, and should result 
in the wider use of aircraft for passenger 
traffic. 


“The President’s Memorandum” 


Through the courtesy of E. H. Morrill, Jr., 
manager of the brokerage and agency depart- 
ment of the A°tna Life, A°tna Casualty and 
Surety and Automobile insurance companies 
of Hartford, at New York, we present in this 
issue of THE SPECTATOR a reproduction of the 
circular issued by those companies entitled, 
“The President’s Memorandum,” which has 
awakened much interest in the insurance world 
as combative of mutual workmen’s compensa- 
tion and automobile liability insurance. 


Becomes Agents’ Secretary 

Willard Done, 
missioner of Utah, has accepted the executive 
secretaryship of the California Association of 
Mr. Done has made a fe- 


formerly Insurance Com- 


Insurance Agents. 
markable record in Western insurance circles, 
having been a very successful life agent and 
secretary and counsel to the Board of Fire 
Underwriters at San Francisco. He was at 
one time vice-president of the National Con- 
vention of Insurance Commissioners. 


Joins Underwriters Adjusting Company 

The staff of the Adjusting 
Company at Milwaukee has been increased by 
the appointment of Wilbur R. Replinger of 
Madison, Wis., as an adjuster. Mr. Replinger 
Replinger, manager of the 
had considerable 


Underwriters 


is a son of R. E. 
Milwaukee office, 
experience along lines useful in his new work. 


and has 
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Casualty, Surety, Etc. 
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Business Integrity 


is important when the life of your 
organization depends upon the 
prompt settlement of all reinsur- 
ance claims. 

Our Company offers attractive 
reinsurance in _connecti.n with 
Compensation, Public and Gen- 
eral Liability, Accident, Health, 
Automobile or Burglary Risks 
backed by an excellent reputation 
for Integrity in its business deal- 
ings. 


AMERICAN 
REINSURANCE CO. 


HANOVER BANK BUILDING 
NE Ww YOR K 
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New Southern Conference Secretary 

R. C. Patterson has been appointed secre- 
tary of the Southern Automobile Under- 
writer's Conference, vice John M.. Harrison, 
recently resigned. Mr. Patterson for the past 
four months has had charge of the Automobile 
Underwriters Detective Bureau as manager. 
As secretary of the Southern Conference he 
will be in complete charge of the entire con- 
ference work. 

Mr. Patterson is a native of Georgia and a 
resident of Atlanta for the past thirty years. 
For fifteen years he was connected with one 
of the leading law firms of Atlanta and for 
two years was manager of the adjustment and 
credit bureaus of the Atlanta Association of 
Credit Men. 


Plans for 89 Maiden Lane 

The National Surety Company announces 
that, while the Iederal Reserve Bank is dis- 
mantling 89 Maiden lane and replacing it with 
a seven-story stone building to be opened next 
May, the company’s brokers’ branch have taken 
temporary offices in the Lawyers building, 46 
Maiden lane. 

As soon the Federal Reserve Bank’s 
structure has been completed next spring; the 
National Surety Company’s brokers’ branch 
will move back to its present location in the 


as 


new building. 

The 89 Maiden lane site, at the Gold street 
corner, is one of the most interesting his- 
torically in downtown New York. The city’s 
first blacksmith, Cornelius Jansen Clopper, set 
his forge and shop there 300 years ago; and 
Ambrose C. 


nearly a century Mayor 


Kingsland built a home there. 


ago, 


Occupational Diseases 
The address of Dr. Frederick L. Hoffman, 


third vice-president and statistician of the Pru- 
dential of Newark, before the Conference of 
Industrial Physicians and Surgeons at Harris- 
burg, Pa., March 25, 1920, has been printed in 
pamphlet form. 
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Agency Wants 


Actuarial 


Actuarial 








General Agencies Wanted for Porte Rico 


A reliable old established firm in San Juan, Porto Rico, 
desires to represent as Sole General Agents in the Territory 
of Porto Rico several first class Insurance Companies 
writing the following lines: Fire, Employer’s Liability, 
Automobile Liability, Plate Glass, Boiler Insurance, Bur- 
glary, Marine, Tornado & Cyclone, Fidelity. | 

‘Hishest Bank and Personal references furnished. 

Correspondence to be addressed Box 15 care of THE 
SPECTATOR. 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 











Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union _ New Amsterdam 
mobile-Hartford  National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 
Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 


J. H. NITCHIE 
ACTUARY 


19 SOUTH LA SALLE STREET 
1523 Association Building 


W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 




















NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, Mar., ROCHESTER 








1823 Associntion Muitd aii, 256 BROADWAY NEW YORK 

PAUL L. WOOLSTON W. R. HALLIDAY 
INSURANCE EXAMINER, CONSULTING 

ACTUARY AND ACCOUNTANT ACTUARY 

MAJESTIC BLDG., DENVER, COL. INSURANCE EXCHANGE CHICAGO 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


76 WEST MONROE ST. CHICAGO 
Telephone, Randolph 918 











JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 








GOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents 


Box 351 


San Juan Porto Rico 


FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansor Bidg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines, lowa 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 














J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. 

Temporary ated advanced on strictly private 


arrangemeint 
All communcations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill, 


JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 








T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bildg., OKLAHOMA CITY, OKLA. 














E. F. JANSSENS 


Agent d’Assurances 
et de Reassurances 





JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA, 








F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 




















Anvers Bruxelles 
2 Courte rue des Claires 28 rue St Miche 
Actuarial 


T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 














FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 











A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








ABB LANDIS, Actuary 


To January Ist, 1920, Mr. Landis 
has been employed by 204 of the old- 
est and largest Fraternal Societies in 
the United States and Canada, to 
compute rates of contribution, to 
make valuations, to report on read- 
justments, to prepare forms of certifi- 
cates, to write constitutions and to 
give technical advice. Long experi- 
ence in Fraternal work and technical 
knowledge of insurance and law give 
a superior value to his services. He 
has dealt with every phase of the busi- 
ness to the satisfaction of clients. 
NASHVILLE TENNESSEE 
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Insurance Lawyers 








LAND 
GEORGE McILDOWIE & SONS, Attorneys-at-Law, Bel- 
fast, . Refer to Equitable Life, Mutual Life, New 
York Life, Metropolitan, Aetna Life, John Hancock Mutual, 
Illinois Life, Boston Mutual and American Consui at Bel- 
fast. Cables: MclIldowie, Belfast. 











THE 


SPECTATOR 





Miscellaneous Insurance 











Insurance Examiners and Adjusters 








BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 


Adjusters For 
Casualty Companies 


Claim Investigations Appraisements (Auto Damage) 
Claim Adjustments Appraisements (Aero Damage) 
Claim Photography Adjustments (Aero Claims) 
Surveys Auto Subrogation Claims 

WE HANDLE 


Anything and Everything in Insur- 
ance Claims. 








CLAIM SUPERVISION 


The busy claim executive likes to feel 
that the cases he refers to a field rep- 
resentative will be promptly and efficient- 
ly handled without further supervision. 


Liability, Compensation, Accident and 
Health Claims 


Territory, Virginia and North Carolina 


R. L. NASE 
Adjuster for Casualty Companies 
1109-10 Mutual Bldg., Richmond, Va. 











Moral Hazard in Market Over-supplied 
With Automobiles 


After a period of unexpected prosperity in 
the automobile business, the companies writ- 
ing insurance of various kinds on automobiles 
find that they have cause to worry over the 
moral hazard. This is because the finance 
corporations which help to move large num- 
bers of cars on the partial payment plan have 
had to shut down on their former liberal 
terms. The result has been that in the past 
few weeks dealers report that they have not 
been able to market their new cars as promptly 
as they expected and that therefore there is a 
chance that in some sections, particularly in 
the west, there will be an oversupply of new 
cars. The banks have shut down on the 
finance corporations by requiring larger initial 
payments from purchasers and advancing their 
interest terms to the finance corporations. An- 
other worry to the underwriters is the situ- 
ation in the used car market where values 
have dropped considerably in the past few 
weeks. The point in this is that the com- 
panies have been writing used cars of standard 
makes in the hands of their original owners 
for larger limits than a second-hand car would 
justify and now with the market falling, the 
moral hazard confronts them like a sinister 
ogre.—Baltimore Underwriter. 











ON THE PERSONAL SIDE 





Judge Alexander W. Chambliss, vice-presi- 
dent of the Provident Life and Accident In- 
surance Company of Chattanooga, Tenn., and 
incidentally, Mayor of Chattanooga, is visit- 
ing Europe. 


Albert L. Fairley, secretary of the Great 
Southern Life of Birmingham, Ala., is spend- 
ing his vacation in his old home, Jackson, Miss. 


Carl Schreiner, formerly United States man- 
ager of the Munich Reinsurance Company, 
was expected to arrive in New York this week. 
It is stated that he intends to become a citizen 
of the United States and re-engage in the re- 
insurance business. 

John R. Hugelman, formerly in the research 
department of the Travelers, has been admitted 
into partnership in the Hartford stock brokerage 
firm of Goodwin, Beach & Co., which played a 
large part in reorganizing the affairs of the 
First Reinsurance Company. Edward S. Good- 
win, one of the senior partners, was himself 
formerly with the Travelers. 

Leo G. Allan, junior member of the Chicago 
agency of John Allan & Son of Grand Island, 
Neb., has been appointed special agent of the 
Atlas in Iowa, Kansas, Missouri and Nebraska 
with headquarters at Kansas City. He suc- 
ceeds Arthur Moldt, who has been transferred 
to Illinois and Michigan as agent, 
assistant to R. F. Woltersdorf, State agent. 


special 


Jacob P. Swigart, an examiner in the Chi- 
cago office of the Atlas, has been appointed 
special agent in Illinois and Michigan, assist- 
ing State Agent Woltersdorf. Mr. Swigart 
started in the Western department of the 
Pennsylvania Fire in 1908, going with the 
Atlas three years ago. 

Herbert H. White, treasurer of the Connecti- 
cut Mutual, and long active in military affairs 
in Hartford, who has been an active officer in 
the Connecticut State Guard, with the rank of 
lieutenant, has been transferred to the officers’ 
reserve corps, as he has found it necessary to 
devote all his time to business affairs, 


W. Irving Moss, president of the Union In- 
demnity Company, and his family, who have 
been spending a six weeks’ vacation on the At- 
lantic coast near Boston, are now at home in 
New Orleans. Mr. Moss is busy launching the 
Great Union Fire and Marine Insurance Com- 
pany. 

George H. McKelvey, for the past five years 
New Jersey field representative of the Com- 
mercial Casualty Insurance Company, has re- 
signed to accept a similar position with the Geor- 
gia Casualty Company’s branch office in Newark. 

T. Alfred Fleming, supervisor of conserva- 
tion of the National Board, has started on a 
Western trip. Next week he will address the 
Minnesota Association of Insurance Agents at 
its annual meeting at Minneapolis, and on Sep- 


39 


tember 9 will address the Kiwanis Club of Min- 
neapolis. 

F, W. Alexander has been appointed Michigan 
State agent of the Milwaukee Mechanics Insur- 
ance Company, and is now making his initial 
trip through the field with Vice-President Robe 
Bird. He will make his headquarters at Grand 
Rapids. 

J. Dallas Hobson, formerly connected with 
the Riall-Jackson Company, a Baltimore agency, 
has been made assistant special agent for the 
American Eagle in the middle department. 


R. W. Thomas has been appointed special 
agent for the Law Union and Rock for Virginia, 
Maryland and West Virginia. 

Charles W. Olson, secretary of the Illinois 
Insurance Federation, is holding a series of 
meetings throughout his State to interest in- 
surance men in the candidates for the Legisla- 
ture to be voted on at the primaries September 
15 and to strengthen the organization of the 
federation. 


R. Dale Benson Dies of Apoplexy 


Col. R. Dale Benson, formerly president of 
the Pennsylvania Fire Insurance Company of 
Philadelphia, died suddenly at Atlantic City 
last week of apoplexy. He was seventy-eight 
years old. 

Colonel Benson was born in Philadelphia 
and educated at the University of Pennsyl- 
vania. He entered the army at the outbreak 
of the Civil War and was discharged a brevet 
major. For many years he was a colonel in 
the Pennsylvania Guards. He engaged in the 
export-import business for a number of years 
before becoming vice-president of the Pennsyl- 
vania Fire in 1881. In 1890 he became. pres- 
ident of that company and retired in 1915. 


Alexander G. Rose Dead 

Aiexander G. Rose, veteran insurance mati 
and Western and State agent of the Commerce 
Fire of Albany, N. Y., died last week in Mil- 
waukee. Mr. Rose served in the Civil War, and 
went to Milwaukee forty years ago as general 
Western agent for the Commerce Insurance 
Company, a position which he held, together 
with that of State agent, for many years. 


American Surety Offices 


The reconstruction and enlargement of the 
American Surety Company’s office building at 
100 Broadway has progressed to such an ex- 
tent that it has been found necessary to re- 
move the company’s metropolitan branch from 
the first to the sixth floor. The new quarters 
of the metropolitan branch have the advantage 
of increased space, giving needed facilities for 
caring for its increasing business. 
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Stability with Fraternity TWO BOOKS BY WILLIAM ALEXANDER 
THE F RATERNAL AID UNION What the Author says about these Books 


A Fraternal Beneficlary Association that Issues 
MODERN LIFE INSURANCE 7ONTRACTS 1. WHAT LIFE INSURANCE IS AND WHAT IT DOES 


“The agent who wants to serve the public and who wishes 

ON THE LEGAL RESERVE BASIS to be a convincing and oe salesman must know of 

Asse illi ing in Thirty-eigh his own knowledge that life insurance rests on a scientific 
a8 Re Sinn Oetee Say Se Ge She foundation as steadfast as the everlasting hills. Conse- 
SOMETHING DIFFERENT quently every insurance salesman should read a primer such 


as this which deals with fundamental principles.” 
If interested, address 
v. A. YOUNG, Supreme President, LAWRENCE, KANSAS 2. HOW TO SELL INSURANCE—(Just Published) 
“This is a practical guide to the insurance salesman. It 
— z is no more important than the other book, but it will prove 
more entertaining and profitable, as the effort has been to 
embody in it all the hints about canvassing that the agent 


Industria | Life and Health will need in his work in the field.” 


Insurance Company 
WHAT LIFE INSURANCE IS AND WHAT IT DOES 
Home Office: 502-511 Austell Bldg., Atlanta, Ga. a a 


Insures men, women, and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 certs per week, 

















HOW TO SELL INSURANCE 
JOHN N. McEACHERN, President 


R. H. DORBS, 1st Vice-President 
S. C. McEACHERN, 2nd Vice-President 


I. M. SHEFFIELD, Secretary Liberal discounts are allowed on both of these books sold 
in quantities. 


GROW TH!— ruuisie oy 
@ 
Premium Income | Premium Income THE SPECTATOR COMPANY 
Ist,Half 1919 Ist Half 1920 CHICAGO OFFICE 135 WILLIAM STREET 


$500,000 7 $800,000 INSURANCE EXCHANGE NEW YORK 


INCREASE 60% 


Provident Agents Share This Prosperity 


Line ab lacepent insurance co.!| PUBLIC LIFE INSURANCE CO, 


of CHATTANOOGA TENNESSEE 


INTERNATIONAL LIFE & $500,000 Authorized Capital 
TRUST COMPANY is now offering 


GENERAL OFFICES, MOLINE, ILL. SPECIAL INDUCEMENTS 


An “Old Line” Legal Reserve Company, Issuing all the 
Standard Forms of Policies. Exceptional Opportu- a 
nities for Live Men. 


J. O. LAUGMAN A. JOHNSON SUPERINTENDENTS and ASSISTANTS 


President Sec. & Med. Dir, 


Price per copy bound in cloth, $2.00 












































Che Independent Order of Puritans 
Home Office—Suite 818 ae Building, Pittsburgh, Pa. Write today; we may have just what you want 
uaranteeing a fixed monthly income to 


o4e oge 4 
Annuities Certificates — family in event of death or to your- 
se 


Correspondence Treated Confidentially 








- — in case of disability or old age. LOUIS NAROWETZ, President 
Life Certificates 10 year term, Whole Life and Endowment Plan. * 
ae : ‘ +, guaranteeing protec- ALFRED CLOVER, General Manager 
Combination Sick, Accident Annuity fion against loss of Cieniomnn of tn: eel , 





= ae time from_ sickness 
and Funeral Benefit Certificates or Accident and a 
gg ere Benefit Paid 
on death from any cause. 
PAID TO MEMBERS, JULY 1, 1917, $252,234.97 108 So. La Salle Street CHICAGO, ILLINOIS 

ANNUAL RESOURCES $500,000.00 
An up-to-date progressive association possessing the strong features of 
adequate rates (American Experience Table of Mortality, 4 per cent) and 


Economical Management. 
INSURANCE IN FORCE $15,000,000.00 MONTHLY INCOME ANNUITIES 
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NOW READY 





INDISPENSABLE TO EVERY LIFE AGENT 


Two Companion Pocket Publications 
Unequaled as Canvassing Documents 


THE STANDARD WORK ON PREMIUM RATES AND POLICIES 


The Handy Guide 


Premium Rates, Applications and Policies 
TWENTY=NINTH ANNUAL EDITION, 1920 


The only work giving complete premium rates and policy 
forms of 170 leading companies. 

The Handy Guide presents the facts concerning premium 
rates, surrender values, policies and applications of the active 
life insurance companies of the country. 

The book being alphabetically arranged, is self-indexing, and 
all of the matter relating to any one company is grouped to- 
gether. The volume also contains annuity rates, reserves upon 
various mortality tables and rates of interest, etc. 

Its value to every progressive agent is incalculable. 

In the many years of its publication The Handy Guide has 
maintained the highest reputation for reliability and complete- 


ness. 
‘Price, in flexible binding, $3.75 
Price, with thumb index, $4.00 


Vest Pocket 
Life Agents’ Brief 


1920 EDITION 


The most convenient work on premium rates, dividends, net 
cost, cash values and policy provisions. 

Premium rates for 125 companies shown at a glance. All 
companies listed under each age. 

Dividends and Average Yearly Cost for 5 and 10 Year 
Periods. ‘A new and valuable series of tables, showing divi- 
dends paid year by year for a period of ten years and the aver- 
age yearly cost for both fiveand ten year periods. Theschedule 
covers Ordinary Life, Twenty-Payment Life and Twenty-Year 
Endowment policies issued at ages 25, 35, 45 and 55. The 
arrangement of the tables admits of an instant comparison of 
dividends to policyholders and net cost, making it invaluable 
to the agent when comparing the figures of two or more com- 
panies, 

This edition of the Life Agents’ Brief also presents, for the 
first time, in compact form, the amount of annual] dividends per 
$1,000.0f insurance paid in the year 1920 on the three leading 
forms of policy contracts, viz.: ordinary life, twenty-payment 
life, and twenty-year endowments, issued during a period of 
five years. The dividends are given for ages at entry of 25, 
30, 35, 40, 45, 50,55and60. Byaconcise form of arrangement 
the figures are shown in immediate contrast with the premium 
charged, so that the determination of the net cost is easily 
arrived at. 

Policy provisions clearly indicated for all companies under 
appropriate headings, including military and naval service 
clauses. 

Net cost shown for ten years of actual experience. No 
estimates or guesswork. 

Cash va'ues presented in most comprehensive form, 

The best and cheapest work for agents. 


Price, in flexible binding, $2.00. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE PUBLISHERS NEW YORK 














Life Insurance 
Salesmanship Aids 


FOUR BOOKS BY AN EXPERT 


“BUSINESS INSURANCE” 


By Forbes Lindsay 


A Concise Description of the Adaptation of Life Insurance 
to the Protection of Corporations, Business Firms and Individ- 
uals: 


This is a book designed to aid the agent in acquiring the 
ability to formulate plans to meet the needs of business firms 
and corporations for protection. 


Business Insurance Principles Illustrated by Typical Ex- 
amples drawn from Actual Experience. 


Price, in flexible binding, $1.50 per copy. 


“PRACTICAL POINTERS” 


Author of ‘‘Efficiency,’’ ‘“The Psychology of a Sale,’’ Etc. 


The chapter titles include Efficiency; The Efficient Agent; 
Life Insurance as a Vocation; To the Beginner; Purpose; That 
Blockhead Word; Habit; System; Prospects; Policy Illustra- 
tions; Competition; Delivering the Policy; Settlements; The 
Blues:*The Viewpoint; Waste; Sentiment in Business; Pointed 
Policy Presentation; Luck; After Hours; Telling Talk. 


Surely a book of 128 pages of real “Practical Pointers,” 
handsomely bound in flexible leather, is worth $1.50 to you? 
Wouldn’t one good suggestion, which would enable you to 
secure an application, be worth more than this? The sooner 
you have this book, the better it should be for your bank ac- 
count. Write for it today. 


Price, $2.00, in green flexible binding. 


‘“EPRPICIENCY ”—NEw EDITION 


Two large editions of this work having been exhausted, the 
author has revised the book, making it more forceful in many 
respects. 

The work comprises Practical Lessons in Life Insurance 
Salesmanship as Evolved from the Practice of Forbes Lindsay, 
a Life Insurance Manager. Ten Chapters covering the whole 
range of fitness producing Efficiency. 


Price, flexible binding. .$1.25. Price, Stiff Paper, $1.00 





“THE PSYCHOLOGY OF A SALE” 


By the same author—Treats of the mental process involved 
in a sale, handled in a practical manner with a strict avoidance 
of fanciful theory. 


Price, flexible binding. .$1.25 
WRITE FOR DESCRIPTIVE CIRCULARS 


Price, Stiff Paper, $1.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 














THE SPECTATOR Thursday 














HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


Aconsiderable number of insurance men throughout the country are now 
officially interested in local mutual] building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tionsfrequently asked about such organizations, and their answers. 

This bookis substantially bound in cloth, with gold title. 

PRICE $2.00 PER COPY 


Orders and remittances should be sent to 
THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New Yor 


C. A. CRAIG, President N. H. WHITE, 3rd Vice-President 
W. R. WILLS, Vice-President E. B. CRAIG, 4th Vice-President 
T. J. TYNE, 2nd Vice-President C. R. CLEMENTS Secretary and Treasurer 


The National Life and Accident Ins. Co, 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


$150,090.00 Deposited with Treasurer of Tennessee! 














‘Merchants Life Insurance Co. 


Des Moines, Iowa 


Agency opportunities in nineteen 
states 


3vM, A. WATTS, President 





LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 


Authorized Capital and Surplus 
$2,000,000 


Enters the Insurance Field 























AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract will be given the right man. 

Address Middle West, 

Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 








Service of Quality to Policyholders 
Contracts of Superiority to Representatives 


NATIONAL 
CASUALTY 
‘ AX, Write for information relative to open territory. Have two 
Coro - ony agencies with business ‘established ‘where change is 
esired. 








SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 
Write for Particulars. 
GARY NATIONAL ASSOCIATES COMPANY 


Gary Theatre Buildin Gary, Indiana. 
» Wilbur Wynant, President. 














WANTED—ARKANSAS 


An attractive General Agency contract 
for the State of Arkansas—just opened 
for business. 


AMERICAN NATIONAL ASSURANCE COMPANY 


Third National Bank Building 
ST. LOUIS, MO. 











WE BELIEVE THAT TO AN AGENT WHO DE- 
LIVERS THE GOODS, A MOST LIBERAL COM- 
MISSION IS A CLEAR CUT APPRECIATION. 


WE TAKE PRIDE IN PROMPT AND EFFI- 
CIENT SERVICE TO POLICY HOLDER AND 
AGENT. 


GULF COAST LIFE INSURANCE COMPANY 


Gulfport, Mississippi 
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American National Insurance Company 


of Galveston, Texas 
W.L. MOODY, JR., President 


Fifteenth Annual Statement, December 31, 1919 


ASSETS 


Real Estate Owned. Z $884,324.41 
Mortgage Loans, First Liens 3,091,830.79 
6 


Loans Made to Policy Holders on Company’s Policies ,057. 
d 1,589,468.02 
Collateral Loans : 32,600.00 
Certificates of Deposit 46,679.22 
Cash in Banks 690,373.70 
Interest Due and Accrued : 157,631.02 
Net Deferred and Uncollected Premiums 168,995.02 
All other Assets 2,827.02 


$7,315,786.37 
LIABILITIES 

Net Reserve American Experience 3 and 3}4 per cent $5,743,808.08 
Special and Contingent Reserve 226,521.59 
Death Losses in Process of Adjustment 52,029.75 
All other Liabilities 100,120.13 
Capital Stock: 
Assigned Funds 


Surplus : ? 
Surplus Security to Policy Holders 1,193,306.82 


¥ $7,315,786.37 
Life Insurance in Force, $101,632,847.00 
Paid Policy Holders, $7,175,570.00 


**Anchor to the Anico’’ 


For Further Particulars Write to: 


Cc. S. Hutchings, Actuary and Agency Mgr., Ordinary Department. 
W. J. Shaw, Secretary and Mgr., Industria! Bopustasaat 


> 
- 
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5ST OUT: 
Farmer’s Special Disability Policy; 
New Accident Policy; : 
New Semi-Commercial Policy. 
esides: 
Nurse Special; Teacher’s Special; 
_ Business Women’s-Special Policies. ; 
Jur policies are built to fit the occupation. That’s why they-are easily 


Full particulars on request. 


INTER-OCEAN CASUALTY COMPANY 


J. W. Scherr, President. W. G. Alpaugh, Secretary. 


CINCINNATI, OHIO 











THE OLD LINE 
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iILIFE INSURANCE Co. 


FOR GOOD MEN 


CBRooMbins, Pres. CE. Svaboda, Secy 


Service Financial Stability Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 
33 Broad Street, Boston 


Dwight & Hilles, Resident Mgrs. for N. Y. State, 56 Maiden Lane, N.Y. 
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PURE LIFE 
INSURANCE 
PROTECTION 


ATTRACTIVE. _ 
CONTRACTS for 
MEN OF ABILITY 


INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSaile St., Chicago, Hl. 

















THE KANSAS LIFE 
INSURANCE COMPANY 


TOPEKA 
JOHN H. EDWARDS, President 

















THE LEADING FIRE COMPANY 
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COMPANY 
LIMITED 


‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie’ and We 
Will Grow Together. 


E. C. HINDS, President 


Gtton States 


LIFE INSURANCE CO-Memeris. 

















The Fraternal Protective Association 


12=20 Pemberton Square 
BOSTON, MASS. 


Sickness and Accident Insurance for Odd Fellows Only 
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( Ti HAVE To TAKE THE ID HAVE HAD TO DO THE 
CAILDREN AND GO AND SAME IF CHARLIE HADN T 
LIVE WITH FATHER, LEFT ME THAT LIFE 


INSURANCE, , 


INSURANCE IN FORCE - OVER $48,000,000.00 


YOU ARE WORKING FOR COMMISSIONS SELL POLICIES PROVIDING REAL PROTECTION 


Our policies pay Double for Accidental Death 
For Total Disability—a yearly income 

No premiums payable during total disability 
No deductions at death for disability payments. 
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For territory North or South Carolina—address Woods & Woody, Managers, Greensboro, N. Carolina 


For territory in other states, address 


Reserve Loan Life Insurance Company '%20"* 
Neen ESD 
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